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NEW YORK CITY—Sales of 
commercial refrigeration units in 


All Classifications Up; 
ke Cream Cabinets & 
Beverage Units Best 


= july showed gains in all classifica- 

™- TM sions of equipment over July, 1938 
Y Gate MM .. the reports of sales to dealers 
aa of TM ade by the 16 companies reporting 
poy to the Refrigeration Division of Na- 
tea tional Electrical Manufacturers As- 
1938 sociation. 


While the gains were not quite so 
marked aS those in some of the 
11% previous monthly reports this year, 
thre were in some classifications 
increases Of AS much as 50%. 
Condensing units sold for purposes 
; other than. self-contained equipment 
Otaling HB made by Nema members totaled 
t year, 3616 units for the month, as com- 
month, HM pared with 7,787 machines in the 
a, om corresponding period last year. 
Bottled beverage coolers showed a 
relatively high gain, 3,553 units this 
year, aS against 2,676 last year. 
Ice cream cabinets (complete) sold 
in July totaled 2,414 units, compared 
with 1,485 in the midsummer month 
in '38. 
Electric water cooler sales showed 
better than a 50% increase, with a 
total of 3,024 coolers this year as 
against 2,143 in ’38. 


Appliance Sales Increases 
Continue on Coast 


Pp. G. & E. TERRITORY 


SAN FRANCISCO — Electric re- 
frigerator sales in the San Francisco 
area during July continued their 
lead over those for the same month 

7 of 1938, totaling 992 as compared 
with 758 in the month last year, 
according to reports of dealers to 
Pacific Gas & Klectric Co. 

For the first seven months of this 
year, refrigerator sales were 7,256 
units, as compared with 5,588 last 
year, 

Electric range sales made up 
ground in July, 17 units being sold 
by dealers as compared with six last 
year, Through July, range sales 
this year were 77 units, against a 

t from lotal of 89 last year. 

letters Washer sales continued to pace 

1988 marks, the July total being 

65 units against 618 last year. 

seven-month totals were 4,618 units 

for this year, as compared with 3,884 

in 1938. Ironer sales also advanced 

ower 1938, July’s total being 111 

units, somewhat down from the 131 

last year, while the seven-month 


(Concluded on Page 2, Column 4) 
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SPOKANE TERRITORY 
, SPOKANE, Wash.—JIncrease of 


“60% in sales of air-conditioning 
pment and of 11% in sales of 
‘recs refrigerators has been 
ported by dealers in the territory 
“tved by Washington Water Power 


c Se the first seven months of this 


Ses other major items, home 
* mating systems showed a gain 
40% in sales for the seven 
oil burner sales were up 
0 ranges 20%, radios 35%, 
asters 16%, and washers 11%. 
Roe July only, sales of air-condi- 
bene equipment reported by dealers 
wed, 00°; higher than for the same 
bien last year, while water heater 
oo were up 170%, and electric 
Bes gained 34%. 
Led with responsibility for 
sow dlagd the gain in sales were 
tee y reduced rates for electric 
‘ vei plus the utility’s cooperative 
heart pos. Program, which permits 
» “4 °% of its advertising budget 
Spent for dealer promotion 
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Texas Firm Makes 
Refrigerator With 
Own Water Cooler 


DENTON, Tex.—Incorporating a 
separate liquid cooling tank in a 
standard size household electric re- 
frigerator, the Evers “water-cooling” 
refrigerator is being introduced by 
the refrigeration department of the 
Evers Hardware Co. of this city. 

With this new refrigerator, its 
makers claim, it is possible to have 
cooled running water in the home. 

Proper cooling of the water with- 
out a freezeup is accomplished by 
means of two evaporators, an addi- 
tional cold control, and an electric 
heater element. This is said to 
make for simplicity and to get away 
from the bulkiness found in previous 
efforts to provide a refrigerator with 
a water-cooling attachment. 

Water pipes in the Evers refrig- 
erator are made of copper tubing, 
and are easily bent during installa- 
tion. The outlet pipe, although in- 
sulated, is said not to be bulky. The 
cold water faucets may be placed as 
far as 20 feet distant from the 
refrigerator. 

Equipment for the food preserva- 
tion part of the refrigerator is 
standard. Cabinet has a Dulux 
exterior finish, and porcelain interior. 
It is equipped with a reciprocating- 
type condensing unit, and an alumi- 
num evaporator. The model being 
introduced has 6.2-cu. ft. storage 
capacity, four standard and one deep 
ice cube tray with a total ice making 
capacity of 126 cubes per freezing, 
an adjustable shelf, sliding basket, 
and covered pan. 

A. F. Evers, Jr., who developed 
the two-temperature system for the 
“water-cooling” refrigerator, explains 
the cycle of refrigeration in the 
system as follows: 

“The new circuit for cooling water 
in conjunction with a _ household 
refrigerator is illustrated in Fig. 1. 
In a general way it is somewhat 
similar to arrangements already in 
use, however in vital points it is 
markedly different. While the opera- 
tion of the circuit is not so difficult 
to trace, nevertheless, refrigeration 
being highly complex, also the 
present arrangement being compound 
in its nature, a fairly complete 
description of numerous factors con- 
tributing to the circuit’s development 
follows. 

“About the most vital part in any 
refrigeration system is the expan- 
sion valve. Roughly it corresponds 
to a carburetor on a gasoline engine. 
Just as early carburetors had only 
a single adjustment for both high 
and low speeds while later ones 
developed a dual arrangement, so 
(Concluded on Page 11, Column 2) 


Order For 12,262 Units 
Goes To Frigidaire 


DAYTON, Ohio—What is claimed 
to be a new high in household 
refrigerator orders—12,262 units for 
installation in the Parkchester Apart- 
ment project in New York City—has 
gone to Frigidaire, and the company 
is using this record sale as the basis 
of special newspaper advertising in 
major markets throughout the coun- 
try. 

Practically a “city within a city,” 
the Parkchester development will 
have its own streets, landscaped 
gardens, and recreational grounds. 


Refrigerators Proved 
Buyer’s First Choice 


MINNEAPOLIS — Electric refrig- 
erators lead the list of electrical ap- 
pliances which consumers will buy 
during 1939, a cross-sectional survey 
of 2,500 home-owners here revealed. 
The survey, conducted by North 
Central Associated Electrical Indus- 
tries, sought to discover the potential 
sales of electrical appliances for this 
year. 

Refrigerators topped the list with 

(Concluded on Page 16, Column 5) 


G-E Advertising 
Of Refrigerators 


Leads First Half 


Magazine Spending 
To Promote Ranges 
Shows a Pickup 


DETROIT—Keying their expendi- 
tures for magazine advertising to 
this year’s rising sales curve, 11 
manufacturers of household refrig- 
erators spent a total of $1,389,944 
in promoting this appliance in na- 
tional periodicals during the first 
six months of 1939, figures compiled 
in a recent survey show. 

Electric ranges also received their 
initial big-time promotional push 
this year, approximately $300,000 
being spent in advertising this prod- 
uct by manufacturers included in 
the survey. 

Just how important has been this 
year’s increase in national magazine 
advertising is indicated by the fact 
that 10 major refrigerator manufac- 
turers, nine of them included in this 
year’s report, spent but $1,569,407 
in the whole of 1938. 

General Electric topped the re- 
frigerator advertising list for the 


(Concluded on Page 16, Column 1) 


Tecumseh Co. Completes 
‘White’ Assembly Plant 


TECUMSEH, Mich. — An. “all- 
white” air-filtered assembly plant 
has just been completed here by 
Tecumseh Products Co., manufac- 
turer of condensing units. 

The new building is an addition to 
the present Tecumseh plant. It is 
constructed of concrete, steel, and 
glass, and has 30,000 square feet of 
floor space. 

Tecumseh hermetically sealed com- 
pressors will be assembled in the 
new structure. New manufacturing 
equipment includes 1,000 feet of con- 
veyor and a new 150-hp. boiler. 

To carry out the theme of cleanli- 
ness as brought about by the filtered 
air in the rooms, the interior of the 
building has been painted white, and 
workmen who assemble the com- 
pressors will wear white uniforms. 

With the new addition in opera- 
tion, Tecumseh officials declare that 
production can be stepped up to 
2,000 units per day. 


Stores Queried About 
Possible War Effects 


NEW YORK CITY—A survey of 
retail opinion as to likely effects of 
war in Europe on the American 
business system, was being made 
today by the National Retail Dry 
Goods Association. 

In a questionnaire mailed to a 
cross-section of its department and 
specialty store membership, the 
Association sought the views of 
retailers as to how the situation here 
may vary or parallel the trend of 
business which followed the outbreak 
of 1914. 

Lew Hahn, general manager of 
the N.R.D.G.A. pointed out that 
conceivably conditions in this coun- 
try are different than those which 
ruled in 1914. 

“This may mean more disturbance 
or less than was experienced in 
1914,” he said. ‘For example, the 
opinion has been expressed that be- 
cause of better control now existing 
in the stock market and also because 
today the United States is a creditor 
nation, the difficulties which were 
experienced by the stock market in 
1914 could not occur in event of 
war now.” 

Recalling that immediate depres- 


(Concluded on Page 2, Column 4) 


Big 


Assignment 


P. M. BRATTEN 


* * * 


Bratten Heads Frigidaire 
Household Sales Div. 


DAYTON, Ohio—P. M. Bratten 
has been appointed head of all 
activities in the household sales 
division of Frigidaire division, Gen- 
eral Motors Sales Corp., it was 
announced last Friday by E. G. 
Biechler, general manager of the 
Frigidaire division. The appoint- 
ment is effective immediately. 

Mr. Bratten had been for several 
years manager of Frigidaire’s Ft. 
‘Worth sales district, with head- 
quarters at Ft. Worth, Tex. He is 
a former Daytonian and before his 
transfer to the Ft. Worth district 
had been connected with the sales 
department of the Frigidaire factory 
headquarters here. 


Air-Cooled Cabins In 
Neb. Project Plan 


LINCOLN, Neb. — Plans for a 
$1,250,000 recreation project on the 
Platte river between Ashland and 
South Bend, Neb., to include the 
construction of 900 air-conditioned 
cabins, are contained in a $4,500,000 
hydro-power, .irrigation, and lake 
recreational development project re- 
cently submitted to State Engineer 
A. C. Tilley for approval. 

It is to be known as the Ak-Sar- 
Ben district and its chief backer is 
George W. Kline of Lincoln, former 
director and secretary of the Eastern 
Nebraska public power district, who 
will serve as executive secretary. 

As outlined in plans submitted to 
the state department, the proposed 
district would construct a 25-foot 
on-stream dam on the Platte river 
near South Bend, creating a 7,800 
acre lake. The cabins would be con- 
structed on this lake and equipped 
with individual air-conditioning units, 


(Concluded on Page 2, Column 4) 


72 Get Jobs as 
Salesmen After 
Group Training 


Cooperative School In 
Birmingham Develops 


‘New Blood’ For Stores 


BIRMINGHAM, Ala.—The sales 
training school designed to produce 
better salesmen for distributors and 
dealers which was sponsored by the 
Electrical Appliance Dealers Asso- 
ciation of Alabama this spring is 
reported to be showing very satisfac- 
tory results. Three months after 
the 104 successful appliance scholars 
passed the training tests, 72 of them 
had found employment in the sales 
departments of cooperating dis- 
tributors and dealers. 


The training school grew out of 
a recognized need by utilities, dis- 
tributors, and dealers for additional 
salesmen to carry out the program 
outlined by the electrical industry 
for 1939. Dealers were fed up with 
poor salesmen, classed as “floaters” 
or “peddlers,” and the school plan 
was decided upon to interest young 
men who wanted to become asso- 
ciated with the electrical industry 
and who were willing to work hard. 


A four-night training program was 
drawn up by a committee consisting 
of J. S. Sutherland and O. A. Reed 
of Alabama Power Co., and Walter 
Wann and D. S. Richard of Bir~- 
ingham Electric Co. A sub-commit- 
tee arranged details of each program 
and laid plans for publicity. 

The finance committee set up a 
budget and each of the 12 distribu- 
tors contributed $15 to the $230 
total, while the two utilities chipped 
in $25 each. A one-column adver- 
tisement was run for seven consecu- 
tive days in each of the _ three 
Birmingham papers. The advertise- 
ments ran in the want-ad columns 
of the papers. 

The advertisement was _ headed: 
“Openings Available for Young Men 
Who Want to Get Ahead.” It stated 
that a school was being organized 
for the training of appliance sales- 
men and that there would be jobs 
available for those who made good 
in the school. An application blank 
was designed and at the time of 
enrollment the applicants were inter- 
viewed. The committee then decided 
if the applicants were acceptable 
and wrote a letter of acceptance to 
those picked. Of the 148 selected, 
125 had not had any previous elec- 
trical appliance sales experience. 

Radio talks by utility officials and 
additional newspaper publicity just 
before the school opened helped to 
pep up the interest and attendance. 

Speakers for the sessions were 
selected and tie-in films were booked. 
The arrangements committee had 


(Concluded on Page 2, Column 3) 


Selling--Not Appliances--But ‘Better Living’ 


Wins Business For 


JACKSON, Miss.—By matching its 
sales theme with its name, and 
sticking to it, Better-Living Appli- 
ances, Inc. has built up a steady 
volume on four lines of refrigerators 
and a complete range of small appli- 
ances. 

Using this theme, salesmen for 
the company don’t attempt to sell a 
refrigerator to the housewife as 
merely an appliance—they make it 
an aid to better, more comfortable 
living. This gives the men an 
opportunity to push top-line units, 
on a strictly “quality” basis. 

Best portrayal of the company’s 
method is made in its newspaper 
advertisements, the principal medium 
of attracting prospects. In warm 
weather, the company uses large- 
size space, with pictures of iced 
tea, ice cubes, frozen desserts, etc. 
against a background of the refrig- 


Mississippi Dealer 


erator being featured. This type of 
“better living’ copy is thrown at 
readers all during the hot season. 

No price is mentioned, nor are 
any special runs—the company finds 
that eliminating this common prac- 
tice makes the advertisements stand 
out. 

Occasionally the company plays 
up facts and figures on food costs 
from both economical and health 
standpoints. “Milk at low tempera- 
ture every day is more healthy than 
milk allowed to stand uncooled for 
as little as one hour—Live Better!” 
one such insertion reads. 

That such advertising attracts 
both the quality and the economy- 
minded customer is attested by the 
fact that tne company’s sales are 
spread evenly among the middle and 
upper-income residential areas, both 
pulled from the same promotion. 
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AIR CONDITIONING & REFRIGERATION NEWS, SEPTEMBER 13, 1939 


THE COLD 
CANVASS 


By B. T. Umor 
‘Paging Mr. Current!’ 


A guest in a Topeka, Kan. hotel, 
wanting to use his electric razor, 
called the hotel clerk and asked: 
“Do you have a.c. or d.c. current 
here?” 

After a moment’s delay came this 
polite reply: 

“Sorry, sir, 
registered.” 


but neither one is 


* 


Home Was Never Like This 


A darn cute “testimonial” for air- 
conditioning equipment grew out of 
an incident at a theater in St. Louis. 
It seems two tots, a boy of six, and a 
girl of eight—-went off one evening to 
see a movie. 

Came time for them to come home 
—no kids. The frantic mother tried 
everywhere, and finally routed out a 
deputy sheriff, picked up the protest- 
ing manager of the theater, and de- 
manded that the cinema palace be 
She knew they were in 
there. 

Sure enough. After viewing the 
two feature pictures in the delightful 
coolness of the conditioned theater, 
the kiddies decided it would be a lot 
better to bed down there for the night 
than to brave the heat waves of their 
own bedrooms. They were curled up, 
comfortably cool, in chairs in the 
back row. 

The pictures? “Yes, My Darling 


Daughter” and “Strange Faces.” 
* * * 


Ice To Be Tested 


Plenty of ice was needed to chill 
the world’s. largest watermelon, 
weighing 160 pounds and on exhibit 
at the Arkansas Building at the New 
York World’s Fair, so it was taken 
to the ‘Frozen Alive’ show in the 
amusement area. It makes a smooth 
seat for Annette Delmar on the same. 
cake of ice in which the comely girl 
is shortly to be sealed and “frozen,” 
if the ice turns out to be cold enough 
for this purpose. The melon was 
grown at Hope, Ark. 


A Lady Tells How To 
Approach a Lady 


Helpful hints on the art of selling 
electrical appliances to the American 
woman, as outlined by Grace Pen- 
nock, associate editor of Ladies’ 
Home Journal: 

“Don’t try to sell a woman any- 
thing. Let her buy it and help her 
do it. 

“Don’t fling inappropriate sales 
talks at her. Talk with her. Get her 
point of view. Fit your sales talk to 
the case. 

“Don’t hound the woman who is 
looking around. Let her look all she 
wants to. 

“Don’t throw a lot of technical 
facts at her. Talk to her in terms of 
use and results—what it means to 
her. 

“Don’t evade issues. Answer all 
questions honestly and completely. 

“Don’t be a price snob. Make her 
feel that buying a low-priced model 
does not ostracize her socially.” 


* * 


From the Rock-Ribbed 
To the Sunny, Etc., Ete. 


Cold Canvass is pleased to present 
this latest episode in the Geographi- 
cal Advantages Debate between New 
England and Pacific Coast readers: 


Copy 
California Refrigerator Co. 
1077 Mission St. 
San Francisco, Calif. 
Aug. 21, 1939 
H. E. Humphreys 
80 South Main St. 
Concord, New Hampshire 


Dear Sir: 

The Aug. 16 issue of “AIR CONDI- 
TIONING & REFRIGERATION NEWS” 
arrived today and was put on sale in 
our refrigeration and air-conditioning 
jobbing store. I see on page 8 you 
comment on my letter in which I 
very honestly and mildly told about. 
some of the wonderful qualities and 
advantages of California. From your 
letter, it looks like you have never 
been out here. 

You would be interested to know 
that my father was born in New 
Hampshire and at the age of about 
fifteen, he heard about the gold dis- 
covery in California and decided that 
he would leave immediately for the 
land of gold. He took the boat down 
to the Isthmus of Panama, walked 
across the Isthmus and arrived in 
San Francisco after months and 
months of traveling. 

He was one of the real California 
pioneers, was an early business man 
of San Francisco and in the due 
course of time I arrived and have 
always been, like all Californians, so 
self-satisfied with our land of fruit, 
flowers, beautiful women, perfect 
sunshine, and so forth, that I stayed 
in this paradise of the world. 


I note that you have not any 
vineyards and that you have only one 
kind of fruit and that is apples. We 
grow and enjoy every kind of fruit 
and berry produced in the world. 

I guess New Hampshire is a nice 
State, but like my New Hampshire 
born father, I prefer to live in dear 
old California. 

CLARENCE F. (SANDY) PRATT, 
President 
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AIR FLOW THROUGH 
FLASH COOLER 


AIR FLOW 


ORDINARY COIL (iiiiibiiiien 


FLASH COOLER 


HIGH HUMIDITY COIL... 


- NO food SHRINKAGE 


Cold air DESCENDS VERTICALLY from each row of coils... through individual drip pans 


RIFLING ADDS 30% 


TO THE EFFICIENCY...LOWER OPERATING COST 


BUY PEERLESS FOR PERFORMANCE 
Ask your jobber for details or write for new catalog 


PEERLESS or AMERICA, inc. 


MIDWEST FACTORY, GENERAL OFFICES — 515 W. 35TH STREET, CHICAGO 
NEW YORK FACTORY PACIFIC COAST FACTORY SOUTHWEST FACTORY P. 0. BOX 636 


43-20 34th STREET 


3000 SOUTH MAIN ST. 
LONG ISLAND CITY LOS ANGELES, CALIF. 


2218 N. HARWOOD ST. EXPORT DIVISION 
DALLAS, TEXAS DETROIT, MICH. 


Among the Rewards For Doing a Bang-Up 


Sales Job .. 


Left: William Rados, manager of Kelvinator’s National Salesmen’s Institute, adds to his private album a picture 
of Frank S. Snyder, Duke Power Co. salesman who heads the advisory council, and another council member, 
thought to be J. C. Crutchfield, Durham Public Service Co. Right: Cruising to the Old Club in yacht Donmargeo, 


Utility-Dealer Cooperative School For Sean 


Recruits ‘Trained’ Men For Birmingham Dealers 


(Concluded from Page 1, Column 5) 

the responsibility of rehearsing each 
meeting, selecting the films, seeing 
that speakers did not discuss prod- 
ucts or gadgets, and seeing that 
speakers arrived on time ready to 
deliver. 


The first night’s program started 
off with R. P. McDavid of R. P. 
McDavid Co., chairman of the train- 
ing school, outlining the purpose of 
the sales training program. Barney 
DeRamus, Birmingham Electric Co., 
spoke on the market for electrical 
appliances, Walter Wann of the 
same company showed a film “Buy- 
ing Motives,” and J. S. Sutherland, 
sales director of Alabama Power Co., 
gave a preview of the appliances 
which make up the prospective appli- 
ance salesman’s selling kit. 


The second night’s program was 
devoted to electric refrigeration, and 
Earl Bridge of Norge explained the 
refrigeration market and quota. A 
film on the selling advantages of the 
modern electric refrigerator was 
shown. E. M. Matthews of Mat- 
thews Electric Supply Co. spoke on 
selling the electric refrigerator. 


The third night was given over to 
hot water heaters and ranges, while 
the fourth night dealt with electric 
washers and ironers, attic ventilating 
fans, and lighting. A summary of 
the material covered at each session 
was given at the close of the meet- 
ings, each of which lasted. about 
2% hours. 


After each session a questionnaire 
dealing with the material discussed 
at that meeting was given to the 
students. Each received a copy of 
the speeches delivered. The ques- 
tions were handed in the following 
night. These question sheets were 
graded carefully. The fourth night 
the students were given a list of the 
12 distributors cooperating with the 
school with the type of appliance 
handled. Each student was asked 
to give a first, second, and third 
choice of the distributor he would 
like to be connected with and the 
make of appliances he would like 
to sell. 


After the grading of the papers, 
the students were listed according 
to their grades, starting with the 
highest and ending with 75%. 
Since there were 12 distributors co- 
operating, one student out of every 
12 was assigned to each distributor 
with preference given to the student’s 
choice. The distributor then gave 
the men assigned to them additional 
training, later placing them with 
their dealers. 

Of the 148 registered for the 
school, 120 submitted questionnaires, 
and 104 received grades of 75% or 
better. Diplomas were sent to the 
104 “graduates,” showing that they 
had completed the training and were 
recommended for entrance into the 
electrical appliance selling field. 

It is expected that the mark of 
70% employed out of the total num- 
ber graduated will be increased dur- 
ing this year. 

Besides the two utilities, Alabama 
Power Co. and Birmingham Electric 
Co., which aided in the training 
program, 12 Birmingham distribu- 
tors cooperated and are aiding in 
the placing of salesmen. They are: 
Graybar Electric Co., Watts-New- 
some Co., Matthews Electric Supply 
Co., Alabama Appliance Co., Wim- 
berly & Thomas Hardware Co., R. P. 
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McDavid & Co., Birmingham Elec- 
tric Battery Co., Moore-Handley 
Hardware Co., Clary-Marsh, Inc., 
Stewart-Warner Distributing Co., 
Frigidaire Corp., and Steel City 
Appliance Co. 


Retailers Asked About 
Possible War Effects 


(Concluded from Page 1, Column 3) 
sive conditions at the start of the 
World War were followed here by 
boom caused by demand for Ameri- 
can goods and productive facilities, 
the N.R.D.G.A. questioned retailers as 
to whether they expected events to 
follow a _ similar pattern. Stores 
were also asked to express opinion 
as to the effects of war on prices, 
wage levels, and cost of doing busi- 
ness. 


Whether retailers might find it 
advisable to turn to other markets 
in the world for imported products 
was asked in the survey. In 1914, 
it was shown, stores were shut off 
from the markets of Europe and 
imported merchandise gradually dis- 
appeared from retail stocks until 
replacements from the sources could 
be made. The problem is not con- 
sidered one of potential seriousness 
since the vast majority of products 
sold in retail stores are American 
made. 


Pacific Coast Appliances 
Gain In All Classes 


(Concluded from Page 1, Column 1) 
mark stood at 907 for 1939, against 
689 last year. 

Sales of radios were well up on 
comparable 1938 totals, with 22,722 
table and 5,282 console models sold 
in the months through July against 
a total of 24,745 for the same period 
last year. July sales were somewhat 
down from 1938, however, 2,801 
table and 552 console models being 
reported as compared with a total 
of 3,877 sets last year. 

Vacuum cleaner sales continued 
to mount during July, 1,472 units 
being sold as compared with 1,052 
last year. For the seven months, 
sales were 10,765 units, against 
7,494 last year. 


Air-Cooled Cabins Plan 
Of Nebraska Project 


(Concluded from Page 1, Column 4) 
utilizing sub-surface water for cool- 
ing which has a constant temperature 
of around 45° F., and electric power 
from the district for operation of the 
units. The cabins would rent for 
$150 per season. 


The state engineer will pass on the 
engineering feasibility of the project. 
Federal funds totaling $4,500,000 
already have been promised, pending 
on the state engineer’s approval. 


Stewart Buys For N. Y. Store 


NEW YORK CITY — Kenneth 
Stewart has been appointed buyer 
of major appliances for Ludwig 
Baumann, succeeding Philip Gillig. 


* * * 


Kelvinator Salesmen’s 
Institute Leaders Hold 
Conclave At Detroit 


DETROIT — Endorsement of the 
1939 program of sales education of 
the Kelvinator National Salesmen’s 
Institute was unanimously voted by 
the Institute’s advisory council of 
high-ranking salesmen at its seni. 
annual meeting. 

The council, which passes on ani 
contributes to all Institute plans anj 
educational materials, held its two. 
day meeting at the Old Club, boating 
and fishing resort at the mouth of 
the St. Clair river, about 40 miles 
from Detroit. 


SNYDER PRESIDES 


Presiding over the meetings of 
the council was its chairman, Frank 
S. Snyder, Kelvinator selling man in 
the employ of Duke Power Co. a 
Winston-Salem, N. C. In recognition 
of his services in behalf of the 
Institute, the advisory council for- 
mally awarded him the chairman's 
gavel, which will remain in his 
personal possession. 

Present and taking active part 
in the council’s deliberations were 
Sidney Edlund of New York City, 
sales counsellor and president of the 
Institute, and William Rados, the 
Institute’s manager. Also in atten- 
dance at the sessions were Thomas 
L. Craig, Miles H. Ditmer, and R. A. 
Demmer, field representatives of the 
Institute. 


COUNCIL MEMBERS THERE 


Besides Chairman Snyder, other 
members of the advisory council who 
took part in the meetings were Harry 
A. Meier, Fred Solway Co., Batavia, 
N. Y.; Morris Warnick, Federal Fur- 
niture Store, New Orleans; Raymoni 
J. Black, G. S. Blodgett Co., Inc, 
Burlington, Vt.; E. M. Bagley, Hu: 
bert Stores, Eagle Rock, Calif.; Joe 
Morris, Colonial Department Store, 
Los Angeles; Anson W._ Seals 
Poucher, Wood & Wallin, Inc., Pough- 
keepsie, N. Y.; Perry W. Briley, J. & 
De Prez Co., Shelbyville, Ind.; J. © 
Crutchfield, Durham Public Service 
Co., Durham, N. C.; Walter L. Gates 
Home Appliance Sales, Inkster! 
Mich.; C. F. Peglow, Northern States 
Power Co., St. Paul; George G. Krafl 
Northern States Power Co., Minne 
apolis; John C. Boettger, Hes 
Brothers, Allentown, Pa.; and Fre 
D. Myers, Myers Electric Co., Wes 
Palm Beach, Fla. 

Kelvinator officials present # 
advisory council meetings were ! 
Nelson Stuart, director of advertis 
ing and sales promotion; W. ® 
Saylor, sales promotion manage 
and John L. Boyd, Mitchel! Moo" 
and Ned Shattuck, all of the adver 
tising department. 

The group journeyed to and from 
the Old Club aboard the 85-f0 
yacht “Donmargeo.” While at th 
Club, all was not business, for Pr” 
vision had been made for the en) 
ment of many forms of recreation 
Members of the party fished 
bass, pickerel, and northern pike, 2" 
also enjoyed speed boat rides on th 
river, and the bathing and golfiné 
facilities of the Club. 


Hermax In Milwaukee 


MILWAUKEE—The Hermax 4? 
pliance Co. has opened a new store! 
27th and Fon du Lac Ave. here W' 
a complete line of electrical PP 
ances. 
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Distributor - Dealer Doings 


¢ 
‘Cooking Carnival’ Results 


In Record Sales Gain 


OPELIKA, Ala.—Six local dealers, 
in cooperation with Alabama Power 
Co., recently staged the most exten- 
sive three-day electric show and 
cooking carnival ever attempted 
nere. City officials, led by city 
clerk T. C. Tolleson, also took a big 
nand in the affair, since the city 
operates its own system, buying 

wer wholesale from the utility. 

As a result of the show, city sales 
records for July and August broke 
all records. Dealers exhibiting at 
the show were: 

Frederic Williams Co., Western 
Auto Associate Store, Home Appli- 
ance Co., Ltd., Mason-Humes Furni- 
ture Co., Phillips-Priester Hardware 
Co., and Opelika Equipment Co. 


Oshkosh Dealers All 
Out For County Fair 


OSHKOSH, Wis.—Household ap- 
pliance exhibitors at the Winnebago 
County fair here Aug. 29 to Sept. 1 
included the Gamble Stores, showing 
radios and heaters; Pennau Appli- 
ances, radios, ranges, and stokers; 
Kitz & Pfeil, household appliances; 
Dodd Appliances Co., kitchen and 
laundry equipment; C. F. Warning 
Co, stokers and hot water heaters; 
Herman & Teela, furnaces and 
stokers; Kossel Implement & Supply 
Co, ranges and heaters; and 
Wisconsin Public Service Corp., 
ranges, vacuum cleaners, and lamps. 

This year’s exposition attracted 
more than 75,000 persons, exceeding 
last year’s record attendance. 


G6-E Dealers Pow-Wow 
At Lake Okoboji 


LINCOLN, Neb.—More than 100 
General Electric dealers met at 
The Inn, Lake Okoboji, for the 
second annual “‘Kellioca”’ sales clinic, 
sponsored by G-E Supply Co., 
Sept. 1-4. 

Dealers attending as guests of the 
company were those from Nebraska, 
Iowa, Missouri, and South Dakota 
who have topped their sales quota 
for the year. Clinic sessions were 
addressed by Al Brock, G-E home 
bureau, St. Louis; Larry Moore, G-E 
Supply Corp., Bridgeport, Conn; T. B. 


Allen, G-E district manager at 
Minneapolis; and Dan Kelley of 
Omaha. 


In addition to the informal sales 
conferences in which dealers took 
active part in discussing sales plans 
and methods, a sports program was 
arranged. 


Group Buying For Public 
Employes Barred In Wis. 


MADISON, Wis.—In another move 
‘o forestall purchases of electrical 
appliances at wholesale, Gov. Heil 
has signed a bill prohibiting employes 
ftom buying articles through the pur- 
chasing agents of the state or any of 
ts political subdivisions. 

The new statute, which became 
effective Aug. 18, provides that no 
agency of the state nor any of its 


Political subdivisons, or member or | 
officer of any village, town, or county | 


board or common council, shall sell, 
Procure for sale, or have in its con- 
trol for sale to any person any prod- 
uct, material, or merchandise except 
meals, public services, or such 
Specialized appliances as may be nec- 
*ssary for employes’ health or safety. 

Violators are subject to fines of 
from $100 to $500 or county jail 
mprisonment of from 30 to 90 days, 
or both. The statute is similar to the. 
one which became effective July 1, 
barrine wholesale buying of appli- 


ances for employes of private con- 
cerns, 


A & B Handles Norge 


on AUREL, Miss.—A. & B. Supply 
has been appointed Norge appli- 
ance dealer in this territory. 


Retailers List Reasons 
For Expected Sales 
Gains In Fall 


NEW YORK CITY—Despite inter- 
national uncertainty and the effect 
of the war, retailers throughout 
the country look for the general im- 
provement in industry and_ the 
abundance of the year’s harvest to 
step up retail trade this fall from 6 
to 8% over last year, it was indicated 
in a poll taken recently by National 
Retail Dry Goods Association among 
a representative group of merchants 
from coast to coast. 

Some 85% of the merchants ques- 
tioned predicted a sales advance of 
some degree during September, Octo- 
ber, and November, estimates in some 
communities ranging as high as 10 to 
15%. On the basis of this anticipated 
increase, fall sales in department and 
specialty stores might roughly be 
expected to total $1,230,000,000 as 
against an estimated $1,150,000,000 
in September, October, and Novem- 
ber of last year, N.R.D.G.A. reports. 

Besides better business conditions 
and bumper crops, reasons cited for 
the optimistic outlook were, im- 
proved national political situation; 
current retail gains; stock market 
advances; continued governmental 
spending; increased employment; 
activity in steel, building, and auto- 
mobile industries; generally firm 
commodity prices; clean inventories; 
stimulation to business of armament 
contracts; effect of the new Federal 
tax law permitting businesses to 
carry over losses to another year; 
and increased modernization of retail 
stores. 

Factors likely to have a retarding 
influence on fall trade were listed as: 
Low prices expected to prevail for 
agricultural products as a _ result 
of large crops; continuation of 
present Administration policies; lack 
of universal feeling of confidence; 
great numbers of unemployed and 
lack of demand for skilled labor; 
reduction in number of W.P.A. 
workers; and high taxes. 

Many merchants predicted that the 
National Retail Demonstration to be 
held in September by N.R.D.G.A. 
would tend to bolster fall prospects. 


Krich-Radisco Will 
Handle Toy Line 


NEWARK, N. J.—Krich-Radisco, 
Inc. will distribute the new RCA 
electronic toys to its own dealers and 
other retailers throughout New 
Jersey. The toys were introduced 
recently by Mark Harris, RCA toy 
expert, at the Krich-Radisco audi- 
torium here. Earl C. Pullen, sales 
manager of the distributor’s radio 
division, introduced and explained 
the complete line of toys to the sales 
force of the firm. 


T. J. Collins Dead 


SPRINGFIELD, Mass. — Timothy 
J. Collins, 70, treasurer of Collins 
Electric Co., electrical appliance and 
contracting firm, died Sept. 1 at his 
home here. 

In partnership with his brother, 
he organized Collins Electric Co. in 
1911, taking over the treasurership 
as the concern expanded. He also 
was active in the civic and political 
life of Springfield. 


New Mississippi Dealer 


COLUMBUS, Miss. — Columbus 
Appliance Co. has been appointed a 
Kelvinator dealer in this territory, 
operating under the C. T. Patterson 
& Co. distributorship in New Orleans. 


Weber Joins Dallas Dealer 


DALLAS, Tex.—H. E. Weber has 
joined Electrical Household Appli- 
ances, Inc., General Electric dealer 
here, as a sales supervisor. 


Dunn at Gimbel’s 


NEW YORK CITY —Charles F. 
Dunn has been appointed assistant 
in charge of Gimbel Brothers, New 
York store. 


a 


Snyder Handles Duke 
Winston-Salem Sales 


WINSTON-SALEM, N. C.—Frank 
S. Snyder, member of the sales force 
of Duke Power Co.’s local branch 
since 1926, has been promoted to the 
position of branch sales manager to 
succeed the late Paul Linville, who 
died recently. 

Henry C. Furches has been named 
to the outside sales force to replace 
Mr. Snyder. 

An outstanding salesman, Mr. 
Snyder was elected vice president of 
Kelvinator’s Pioneer Club in 1937, 
and the following year was elected 
president of this organization. As 
a result of his continued high sales 
volume and leadership, he now is 
chairman of Kelvinator’s National 
Salesmen’s Institute. 

Mr. Furches began his association 
with the Duke organization in 1936. 


New Louisiana Dealers 
For Monroe Hardware 


NEW ORLEANS—tTecheland Fur- 
niture Co., Franklin, La., and Guidroz 
Hardware & Seed Co., Thibodaux, 
La. have been appointed Westing- 
house dealers by Monroe Hardware 
Co., Westinghouse distributor. 


Freeman Buys Partner's 
Interest In Appliance Co. 


RUSHTON, La.—-Joseph L. Free- 
man has purchased the interest of 
Joel Taylor in the North Louisiana 
Appliance Co., Hotpoint dealer. 


Partners Work Exclusively on One Product Until’ 


Quota Is Reached, Then Help the Other 


BATTLE CREEK, Mich. — Long 
imbued with a desire to go into busi- 
ness for themselves, L. P. Philo and 
Max R. Huber, who for several years 
had been running the appliance de- 
partment of the Chas. E. Root Music 
Co., last spring finally achieved their 
goal by taking the Root firm’s appli- 
ance operations into their own hands 
and forming Philo-Huber Sales, Inc. 

Rather than move from the old 
location, however, and lose the 
prestige of the Root name, the new 
partners decided merely to enlarge 
and “dress up” their old appliance 
salesroom, which was directly con- 
nected with the music store. 

The two men handle all active 
sales work themselves, as they have 
had several unfortunate experiences 
with recruited salesmen. 

Carrying the complete Kelvinator 
line—household appliances, commer- 
cial refrigeration, and air condition- 


ing—Mr. Philo and Mr. Huber have a 
unique way of dividing their efforts 
between domestic and commercial 
equipment. 

A quota for each classification is 
set every month. Until one of these 
quotas is reached, Mr. Philo confines 
himself strictly to household lines 
while Mr. Huber devotes his entire 
attention to the commercial units. 
But—and here’s the unusual angle— 
the minute either domestic or com- 
mercial sales come up to par for the 
month, the man in charge of that 
division drops his regular activities 
and starts pushing his partner’s 
products so that he, too, can reach 
his quota. 

Most potent aids to commercial 
sales, Mr. Huber finds, are the story 
of savings made possible by adequate 
refrigeration and the explanation of 
how the meter plan makes possible 
“painless” payments. 


Paul Du Pont Manages 
Walker's Appliances 


SAN DIEGO, Calif. — Paul A. 
Du Pont, formerly associated with 
the Electrolux gas refrigerator dis- 
tributorship here, has been appointed 


sales manager of the appliance 
division of Walker’s department 
store, in charge of refrigeration, 


ranges, radio, laundry equipment, and 
other appliances. The department 
store, which handles several electric 
refrigerator lines, has been named 
downtown dealer for Electrolux gas 
units. 


‘Dick’ Willis Joins Staff 
Of Nelson & Co. 


BALTIMORE—“Dick” Willis, for- 
merly manager of the major appli- 
ance department of O'Neill & Co., 
local department store, and more 
recently operator of an appliance 
store here and in Washington, D. C., 
has been appointed to the sales staff 
of Nelson & Co., distributor in this 
territory for Philco refrigerators 
and Farnsworth radios. 

Mr. Willis will cover part of 
metropolitan Baltimore for the Nel- 
son organization. 


Eliminates the necessity of 
pure water always 


of which is unquestioned. 


U. S. Patent No. 2,169,795. 


Why not order out 


soon. 


GUARANTEED. 


Of Little Use 


temperature in box evaporator at all times. 
tions. The new EVERS Water Cooling Refrigerator is an assembly of precision made parts produced by 
well known specializing manufacturers. Its superiority lies in its new improved operating circuit. Due to 
this new simplified circuit its moderate first cost, trouble-free operation and long life are assured. While 
this is a full-fledged two temperature circuit 
its total of extra moving parts consists of the 
mechanism in a single cold control, with 
which everyone is familiar and the reliability 


The new circuit employed in the EVERS 
Water Cooling Refrigerator is covered under 


ATTENTION DEALERS: Deliveries 
a 
refrigerator now and observe first hand how 
it works and, better still, how it lasts. 


Announcing 


A New 


refrigerators. 


—Cools large quantities of water quickly. 


frequently opening the refrigerator door. Makes cold, fresh, 
instantly available at the turn of a faucet. Maintains a below freezing 
Conveniently supplies drinking water at remote loca- 


start 
sample 


Above—The 3 parts 

which comprise the 

water cooling section 
of the refrigerator. 


IT’S 


Write for descriptive 


folder No. 4 
Refrigeration Department 


Evers Hardware Co. 


Est. 1885 4 


That Supplies Cold 


Running Water 


The new EVERS Water Cooling 
Refrigerator is POSITIVELY AN 
ADVANCED REFRIGERATOR. 


[T—Cools water directly without using ice cubes. 
—Cools water more efficiently than ordinary electric 


Refrigerator 
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Denton, Texas 


Typical Installation 
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Trends In Food wes nese 


up lil AIR CONDITIONED 


Double-Duty Open-Top 
Vegetable Case Added 
By Percival Co. 


Commercial Re rigeration 


s & — 
DES MOINES, Tows—New oven. | [A Ref n Dealer Looks Back on 1939 
top double-duty refrigerated display e rigeratio Lit 
case being introduced by the C. L. C F D 
Percival Co. is not fundamentally r isappointi I 
altered from the first model of this Case & Cooler s Very Good, Room oolers PP ting, tric 
type of case sold in 1935, but is said ° sur 
ie anaaepeate deamien ak aaa But Good Future Is Predicted For Them a 
to increase visibility and usefulness, ; 7” : chi 
and to obtain better refrigerating This letter, from a dealer in one of Ohio’s_ typical ha’ 
effects. 7 manufacturing cities, presents just one dealer’s resume of “how val 
Puspens of the “Vog-Com,” ae % business has been” this year. However, since this dealer handles I 
is called, is to provide refrigerated 4 : ; ik ve wit 
display storage on fresh produce household and commercial refrigeration, and air conditioning, on 
which will permit shoppers full and because he talks frankly about some of his market problems, Sy 
visibility and at the same time ready we believe his letter will be interesting to everyone in the business. sav 
access to fruits and vegetables for te ; wo 
inspection. Other dealers are invited to express their views on any of : 
Some of the changes and additions their problems, or any phase of their business. Ele 
include the substitution of glass for a 
porcelain at the front of the produce gal 
section, housing of entire refrigera- The Canton Hardware Co. room coolers. This was less than it’s 
tion unit in the case, installation of 1221-1227 Third St., N.E. we had sold in 1938, and a distinct mae 
— surplus storage compartment in Refrigeration Dept.—215 Market S. disappointment as we had expected ligl 
lower section of the cabinet, and Canton, Ohio to sell a lot of the new 44-hp. window 
“Pete's,” famed chop house in Chicago’s Loop where you can nearly use of corkboard insulation through- Sept. 7, 1939 type unit. We put a lot of these i 
ou know in the refrigeration industry (especially out. Editor: out on trial, but found that we had 
always find sstaiitie 4 ’ d dvertising other Adjustable dial temperature con- We have had about the usual run | overrated their capacity, and had mo 
if there’s a convention in town), scarcely needs “~ ¢ ve g eek fe mueebied, ant teeule anit air of jobs this year. Our commercial te talen teen hook, str 
than the word-of-mouth testimonials that the establishment gets, but passage produce section separators volume continues to form an increas- I think that there is a large field oo 
the proprietor has found that a Seeger display case installed in the are included. ingly greater proportion of our total | for units of this type. I believe that 
ividend Not business. these will be improved from a noise der 
window to display his foods to passersby has PE SAEONES. ai Our domestic business this year | standpoint, and I also think that = 
also the publicizing that the place gives its air conditioning. : will be better than in 1938 (we some efficient means of filtering will ac 
— Ref. r iger ant P er f orms handle, Electrolux and _ Universal have to be added to make them more I 
. , Cooler) but it is still not what we | useful to hay fever sufferers. the 
Cooling and Warming would like to have it. It will prob- We are considering taking on the kit 
‘ , ably be not much more than 60% of | sale of Westinghouse Sterilamp. If livi 
; ; our 1937 volume in domestic. But | all the claims made for it are valid pla 
In Danish Frig op late maybe we had better forget 1937! it should have a lot of sales merit, sm 
Our commercial business (under | and lend itself to distribution through ] 
NEW YORK CITY—Prime feature | which we lump air conditioning) is | commercial refrigeration dealers, So! 
of the Ingvardsen ‘“Frigoplate” de- | now almost equal with the total for | We'd be grateful if you can give us Ki 
signed to preserve open displays of | 1938, and that was our best year. | any reports of the experience of in 
restaurant and bar foods, and a | [I estimate that we will run 30% | users of Sterilamp. ; 
model of which is in operation at | ahead of 1938 in commercial. Most J. W. BROTHERS ned 
the Daylight restaurant in the | of this volume is accounted for by “a 


Danish Pavilion at the New York 
Fair, is the utilization of the un- 
cooled liquid refrigerant to warm the 
edge of the table and prevent sweat- 
ing or dripping. 


display cases and coolers, perhaps 
only about 30% of it is in coils and 
condensing units. 

We haven’t had any particularly 
unusual jobs, but we have had some 


Counter Freezer Doubly 
Valuable, Baker Finds 


This feature is held in patent by | rather nice ones. We are installing ; 

Ingvardsen and does away with the | 4) refrigeration equipment (two 65- DALLAS, Tex.—Installation of a a 

need for a driptrough or insulated | cy ft. Koch all-porcelain reach-in | counter ice cream freezer has proved 

edging on the table. boxes, one Filtrine 14-gal. cafeteria | a doubly-valuable investment for S 

New model of an open-top refrigerated display stand for fruits and The Frigoplate in the Danish | water cooler, three York %%-hp. | N. G. Self, operator of Self’s Bakery pes 

vegetables, recently introduced by the C. L. Percival Co. Glass instead so pregge at the p> anf is a large oval | condensing units) and in fact all | here. Not only has it given him in 
: and is used for the ‘“‘Kolde Bord cafeteria equipment for the new | extra dollars from ice cream sales, 

of porcelain is used at the front of the produce section and storage or assortment of Danish cold | timken Vocational School which is | but it has given business in cakes try 

space is provided in the bottom section of the cabinet. hors d’ouvres. Temperature is auto- | just being completed here. This is | and cookies a big boost. 

matically controlled, and the metal | g $1,000,000 building being erected Increase in volume which followed - 

top of the table coated over with | py the H. H. Timken Foundation and | installation of the counter freezer My 

a fine frost. Around the circum- | presented to the Canton Board of | forced Mr. Self to increase his ; 

ponent Ps a i oor : inches | Education. production staff. Ice cream sales be 

from the edge of the bar ae table contract for the cafeteria equipment | week-ends frequently see a jump to i 

about six inches, is covered with a for a new high school being erected | $85 or more per day. In addition wit 

thik: ¢reat which keeps drinks cold at Massillon, Ohio. This will include, | to drop-in business, the bakery also loo 

Refrigerant used in the plate is in addition to the same items men- gets many orders for ice cream ons 

“Freon.” The liquid flows through tioned above for the Timken School, | specialties with cakes or cookies. ar 

copper tubes into a receptacle under two salad pans, an ice cream cabinet, When customers. order baked mo 

the table and then passes through and a special 90-cu. ft. refrigerator | goods, the bakery suggests ice cream len 

expansion valves into a large copper | Which will have doors on both front | to go with it, and vice versa. are 

coil. None of the working parts | 224 back so that the kitchen help | Housewives also drop into the store the 

are visible, and the condensing unit | ©@” fill it from the kitchen side, and | to discuss refreshments for parties. ( 

is remotely installed. Pet counter help can use the counter Mr. Self is convinced that bakery anc 

The Frigoplate is manufactured — goods and ice cream are companion cau 

by Ingenio J. Ingvardsen, of Koker- We put in six commercial air- | items that the public has long asso- clos 

. boderne, 23, Kodbyen, Copenhagen. | Conditioning jobs this year, five of | ciated together. Store layout has we 

, , a : The tables are made to order and | them of 5-ton capacity each, and | been planned so that it is easy for pur 
Displaying the tempting Danish dishes of the traditional “Kolde Bord’ a model of the type used in the | the other a small 1%4-ton job. Four | the shopper to pick out bakery prod- 


is the “Frigoplate” refrigerated table at the Daylight restaurant in 


Denmark’s pavilion at the New York Fair. Clever utilization of the 
liquid line keeps an outer ring around the table warm and dry, while 


the center part is frosted over. 


restaurant at the Fair sells for 
between $600 and $700 in Denmark. 
There is a duty of about 40% 


attached for importation into this 
country. 


of these were Peerless cold water 
jobs (we have 56° water here), and 
two were Yorkaire, self-contained 
units. 


We installed seven or — York 


ucts while selecting a favorite ice 
cream flavor. And if the customer 
forgets, Mr. Self or one of his clerks 
points out a new pastry or ice cream 
that would be good in a combination. 


_ oe slide ad _ 7 aa oe ial qin : 
Hawaiian Firm Forty rs 

ASSURES Q aT eat INSTALLATION: Be OUUIACSRCSE Years In Refrigeration wi 
EASY AS TALI FAST, EFFICIENT = 

: OOLING HONOLULU, Hawaii—Completion ™ 

; 7 r oe of 40 years as distributor for the C 

Frick Co. is being celebrated by the wat 

von Hamm-Young Co., Ltd. The gan 

| firm was organized in 1899. P 

Organized by Conrad C. von Hamm, cha 

Alexander Young, and his son Archi- Pre: 

bald A. Young, the concern was Sta; 


started with a capitalization of $100,- 
000. This has been expanded until 
the total capital, surplus, and re 
serves are now $2,850,000. 


are ideal units Early refrigeration sales — | 

te made to the Hawaii Electric Co., He 

cs . esired in limi Oah cander 
as . a ion ahu Ice Co., and the Alexanc¢ A 
<2), where greater cooling ¢ ation and ease of installati <i. Young hotel. Later, refrigeration the 
E li tionally quiet — larity of these coo _  * equipment was supplied to the Moana tot! 
# ii space. — h contribute to the popu hich describes Bus and Royal Hawaiian hotels. “Re 
3 are features WIN’ he new Bush catalog whit d Tube Products US The compune’e Putts teastee “9 
Se You will want fe d other Bush Finne — by islands, include: Oahu, 87 installa mar 
“16 | \d Panel coolers an DAY. Har Mfg. Co. 610 WN, CAKLEY, tions, 622 tons; Maui, 21 installations. “ 
‘ Reco Write for your COPY pair Rte 52 tons; Hawaii, 14 installations, 118 amt 
— in detail. / oe | Sano tons; Kauai, 9 installations, 44 tons: befc 
ES See: e ——— ' Molokai, one installation, 2 tons; 4” ow] 

Rrarraaimaeenaar reer Lanai, one installation, 2 tons. 
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Little World’s Fair 


Nela Park, where General Elec- 
tric's Cleveland departments are 
sumptuously located, is always like 
a Little World’s Fair to this writer, 
chiefly because of the things they 
have done with lighting in their 
various exhibits. 


Last week we were there along 
with some 300 dealers from Michi- 
gan, brought over on a junket by 
Syd Caswell. And these dealers 
saw a show that any World’s Fair 
would be proud to exhibit. 


Right in the lobby of the General 
Electric Institute, for example, they 
now have a_ full-fledged flower 
garden. A flick of a switch, and 
it’s flooded with artificial sunlight— 
looks like sunlight, tests like sun- 
light with an exposure meter. 


Another switch is touched, and 
the garden is suddenly swathed in 
moonlight. That was the demon- 
stration which really tickled the 
Michigan dealers. Their murmurs 
reached a crescendo when the gar- 
den was transformed into a_ spot 
like the one where some of them 
had got hooked for life. 


From the garden they moved into 
the succession of slick all-electric 
kitchens, the trick-lighted dining and 
living rooms, and miscellaneous dis- 
plays such as the world’s largest and 
smallest electric lights. 


Biggest laugh of the expedition: 
Somebody turned up a copy of 
Kipling’s “The Light That Failed” 
in one of the exhibition rooms. 

Nela Park men maintain that the 
book was “planted’”’ by one of Cas- 
well’s irrepressible crew. 


* * * 


Hot Dogs 


George Babcock, G-E employe at 
Pittsfield, owned a litter of seven 
Irish setter puppies. Five were in 
perfect canine health; two of the 
setters did nothing but sit. Just as 
the ailing pups were about to cash 
in their checks, George decided to 
try an “appliance” remedy. 

In the oven of his new electric 
stove he placed the two _ invalids, 
wrapped them in flannel, and with 
a magazine under them to shield 
them from the direct heat rays, he 
left the door open and set the switch 
for “broiling.” 

Feeding them from time to time 
with milk and stimulant, George 
looked for signs of life. With as- 
sorted yelps and squeals as the heat 
—or the stimulant—took effect, the 
mopey setters took a brand new 
lease on life. Today the little fellows 
are just as healthy and active as 
their brothers and sisters. 


G-E range officials, while proud of 
another use for electrical appliances, 
cautioned: “If Mr. Babcock had 
closed the oven door, his treatment 
would have resulted not in revived 
puppies, but hot dogs.” 


* * * 


Lou Morse, Shark 
At Table Tennis 


Louis S. Morse, Jr. (Louis S. 
Morse, Sr., is a York vice president 
and former A.S.R.E. president) is a 
Whiz at table tennis. The personable 
young Westerlin & Campbell engi- 
heer is a southpaw with fast reaction 
time, and can really slam that pill. 

One night recently the writer 
Watched him play Ed Webb, Michi- 
8an-Ohio champion to a standstill. 

Perhaps the Detroit A.S.R.E. 
chapter, of which Mr. Morse is vice 
President, can prevail upon him to 
Stage an exhibition this fall. 


* * 


Salesman Must Have 


Hair on His Chest 


oe Black of Norge handed us 
oo ee literary masterpiece 
cR er day. It is an essay on the 

quirements of a Salesmen,” and 


— no further comment. A sales- 


ren be a man of vision and 
ition, an after-dinner speaker, 


owe and-after dinner guzzler, night 
» able to work all day and drive 


PERSONALITIES 


By George F. Taubeneck 


all night and appear fresh next day; 
learn to sleep on the floor and eat 
two meals a day to economize on 
traveling expenses so he can enter- 
tain his friends in the next town. 

“Must be able to entertain cus- 
tomers, wives, sweethearts, and pet 
stenos without becoming too amor- 
ous; inhale dust, drive through snow 
10 feet deep at 10 below, and work 
all summer without perspiring or 
acquiring B.O. 

“Must be a man’s man, a ladies’ 
man, a@ model husband, a fatherly 
father, a good provider, a Plutocrat, 
Democrat, Republican, or New 
Dealer, an old dealer and a fast 
dealer, a technician, politician, mathe- 
matician, and mechanic. 

“Must be a sales promotion expert, 
create a demand for obsolete mer- 
chandise, be a good credit manager, 
correspondent, attend all dealer meet- 
ings, tournaments, funerals, visit 
customers in hospitals and jails, con- 
tact all accounts every six weeks, in 
spare time look for new business, do 
missionary work, and attend factory 
sales conferences. 


“Must have unlimited endurance, 
and frequent over-indulgence in wine, 
women, wind and gab; a wide range 
of telephone numbers in all principal 
cities. Must have a car, attractive 
home, belong to all clubs, pay all 
expenses at home and on road on 5% 
commission, plus 2% excise tax, 1% 
old age pension, and 2% lost sales 
tax. 


“Must be an expert driver, talker, 
liar, dancer, traveler, bridge-player, 
poker-hound, golf player, diplomat, 
financier, capitalist, philanthropist, 
and authority on palmistry, chem- 
istry, psychology, physiology, dogs, 
cats, horses, blondes, brunettes, red 
heads, etc. 


z * #8 


What Happens 
In This Case? 


Happened to overhear the follow- 
ing remarks at a luncheon table the 
other day: 

“Say, were you ever on one of 
those air-conditioned trains when 
they hit a skunk? Boy, is that an 
experience! What Mr. Skunk does 
to the air intake is a caution!” 

What’s the dope on this, engineers? 
Was the speaker merely spinning a 
tall yarn? 


* * * 


Are Consumers Angels? 


The consumer is_ self-conscious 
these days. Prompted by a highly 
vocal corps of leaders in the con- 
sumer movement, she is demanding 
a great many things her mother 
never heard about. 

We are told that she wants prod- 
uct specifications, grade labelling, 
advertising minus glamor—in short, 
selling by the Golden Rule and the 
encyclopedia. 

Nation’s Business ventures to sug- 
gest that in the interest of fair 
dealing consumers might start by 
doing some reforming within their 
own ranks. 


Their record of buying first and 
shopping afterward, abusing return 
goods privileges and making arbi- 
trary deductions from their bills for 
merchandise and services puts them 
in the position of living in glass 
houses when they throw dornicks at 
business. 

Too many women are like the 
matron Sam Vining of Westinghouse 
tells about, who returned a fur coat 
to a department store and demanded 
that it be replaced because it was 
shedding hair. The department man- 
ager looked the coat over and asked 
when it had been purchased. 

“About six months ago,’”’ was the 
answer. 

The department manager excused 
himself, checked with the office and 
returned. ‘Mrs. X, our records show 
you bought this coat 2% years ago,” 
he told her. 

“Dear me, how time does fly!” 
she remarked in her most nonchalant 
manner. 

Any dealer can tell you how 
“insulted” a customer can become 
when he or she isn’t granted a 30% 
discount on a new refrigerator. 


Commercial Sales Table Shows Best Gains In Complete Models 


The following report of commercial Baker Ice Machine Co., Inc., 
refrigerating equipment sales for July, Mfg. Co., Carrier Corp., 

1939 was made to the Commercial Frigidaire Div. General 

Refrigeration Section of the National General Electric Co., Gibson 
Electrical Manufacturers Association Refrigerator Co., Kelvinator Div. Nash- 


(Nema) by the following 16 companies: 


Brunner 
Crosley Corp., 
Motors Corp., 
Electric 


Kelvinator Corp., Merchant & Evans Co., 


Norge 


Inc., 


Corp., 
Electric 


Div. 
Uniflow Mfg. Co., 
Vilter 


& 


Borg-Warner 


Mfg. Co., 
Mfg. Co. a 


Machinery Corp. 


Universal Cooler 


Corp., Servel, 


Westinghouse 
nd York Ice 


Domestic Canadian Other Foreign Total World 
SALES FOR JULY, 1939 Quantity Value Quantity Value Quantity Value Quantity Value 
1. Bottle Water Coolers—Complete................. 590 $ 40,594 3 $ 214 14 $ 1,008 607 $ 41,816 
2. Pressure Water Coolers—Complete............... 2,333 226,260 20 1,752 64 7,185 2,417 235,197 
3. Water Coolers—Low Side Only.................- 94 6,563 a 43 2 122 97 6,728 
4. Ice Cream Cabinets—Complete................... 2,127 348,540 139 22,554 148 15,406 2,414 386,500 
5. Ice Cream Holding Cabinets Only (Remote)..... 201 27,372 6 920 2 341 209 28,633 
6. Bottle Beverage Coolers—Complete.............. 3,008 300,953 460 36,040 85 8490 3,553 345,483 
7. Beverage Coolers (No High Sides)............... 545 51,390 us ae 10 635 555 52,025 
S. BEE CoGlere—COmPlOte: «.oiaciccsccscsceviccsvsye 19 3,054 é vais Seas 19 3,054 
9. Milk Cooling Cabinets (No High Sides)......... 1 125 1 125 
10. Commercial Evaporators—Not Reported Above 

(Including Cold Diffusers, Brine, and Other ; 

BOON TEVRPOUMIOES,. Tees) oo cc ec scascccscastievaccc 2,830 107,578 137 3,352 736 23,325 3,703 134,255 
11. Condensing Units Less Than % Hp.............. 1,561 67,190 41 2,171 156 7,998 1,758 77,359 
oe ee ee ere errr ae 2,343 150,991 52 3,469 261 18,343 2,656 172,803 
18. Condensing Unitea—% Bip... i... cscescsecsceccene 1,627 141,037 43 4,096 190 17,787 1,860 162,920 
14. Condensing Unite—% Hip............ccccscssccces 964 109,444 20 2,456 72 8,708 1,056 120,608 
ES. COnNGORSINE Unite—1 TAs i oii ices ccscensssanes 508 71,020 17 2,557 35 5,204 560 78,781 a 
16. Condensing Unite—1% Bip... ...is..ciseccvecsesecs 321 56,306 7 1,272 45 7,822 373 65,400 
27. WOnmeneine WANE 8 B06. ois icc sesceseeurecs 148 30,378 2 246 34 6,100 183 36,724 
2B; CORGORMIDS TRIE —O Bio osc kek vsceee sev ece seven 72 19,709 1 190 10 2,175 83 22,074 
1D. Condensing Units—6. BED... cc ccs veccs ceases 34 13,305 2 640 2 562 38 14,507 
20. Condensing Unitse—7% Hp............ccccccsecees 6 4,315 ag ee 1 702 Tt 5,017 
a. COMMOnSING VHits—20 FAD). 0.0 icc cvccss vessecesews 9 6,542 es les © 9 6,542 
Be, CORGOHEING UNitS—15 BIO)... ccc ccvescaces seen. 27 21,777 er pees bs 37 21,777 
20. ConGensing Unite—20 FAD... occ cic cece cesceans 2 2,628 1 1,170 a 3 3,798 
Bt: CONGOnsine URKE— 2s BID... 0... ives sesvesescenes eee ee = Fim oe ve eta 
25. Condensing Unite—30 Hip..........ccccesccecsecce 2 3,315 c's Ss rer 2 3,315 
20. CONGOREING UNIT —60 BID... 6 icc ciceies nonsense aa Rea 1 1,532 1 1,532 
ST. Congensine UNite—GO BID... 6. cecss ces cesvoesous sli ee és beer 
28. Total—All Condensing Units (11 to 27).......... 7,624 697,957 185 18,267 807 76,933 8,616 793,157 
29a. Condensers—Sold Separately 

ne a Con OF: BOO & TUNG is cessccvivccces wig aie Sabie ciaaue oe cain eae Kis 
BOW. PROTESTS. oiabivs ak ieee se ise ssavesvenrs 69 5,041 145 4,160 72 1,320 286 10,521 
30. Total All Commercial Refrigeration............. ~eo+ $1,816,427 $87,302 . $134,765 ...+ $2,037,494 
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Delco Dealers Check For Better Heating N. Y. Gets 42 More 
8 4° 9 ae * 
Chir Condktionin Job Efficiency With | | Cooling Systems In July 
NEW YORK CITY—Forty-two in. @ - 
N T ti U it stallations of air-conditioning equip. 
ew es ing ni ment were made in the New Yor, 
Major Home Heating Lines Introduced oe SE be 
g DETROIT — A new method of ee. eo coe 
| measuring accurately and quickly months of the Lied to 360, reports 
ee a the operating efficiency of auto- —,* OY CORRENERADS: Siileon Cy, 
matic heating systems by use of : 
: ; , Restaurants led all types of insta]. 
> ° 1 device, the 
G-E Launches Conversion Carrier Adds Stoker and | 3, mechanical measuring device, tie lations during the month, with 13 CO) 
ae : hile retail stores accounted for n lir 
P » ° l t W. ine Fee 
Burner and New Furnace — Small Direct Fired Units oe eens aaa etroit-Leland jobs, private offices five, and resi. [tion ¢ 
dential jobs an equal number. (Other te oh 
hotel here last week. is U 
CHICAGO—Celebrating its seventh SYRACUSE, N. Y.—A_ new line The instalometer is designed for large-scale installations during July puildi 
year in the air conditioning and auto- | of home air conditioning and auto- | yse by dealers in the installation of included a hotel’s guest rooms, an electr 
matic heating business and simul- | matic heating featuring a low cost | pelco heating systems, and features office building, a theater, three show. Majes 
taneously launching a new oil | Weathermaker for homes in the | g fall sales plan which will make rooms, and a broadcasting studi». small 
furnace line, the headquarters staff | $5,000 price class was introduced by | yse of the testing device to offer Classified tabulation of installa‘ions range 
of General Electric Co. under the | Carrier Corp. in a series of sales | prospects “gold seal” installations. ae July follows: recelv 
supervision of Elliott Harrington, | and demonstration meetings held | The plan, officials of the company CSIDENCES - ...- +e eee eee see reer reeee 12 to 0 
: : ’ t ientifi NE aia aR adh REN CER EGE s « 3 
opened a series of dealer and dis- | recently throughout the United | tojq dealers, will insure buyers of pis pagan res prc ide ie... : equip! 
tributor meetings here early this | States. ; Delco heating systems of better per- te SE ee 1 Sint 
month. The meetings were conducted by E. | gormance and satisfaction. operation when installing auto- Mraamenes BUGIS oisscscosisee ses. 1 the f 
One of the spearheads in the com- | T. Murphy, vice president in charge | The testing device is entirely elec- | TIMUtne cg, “and temperature | Funeral Parlors vlc lc 4 — 
pany’s fall drive for automatic heat- | of marketing, and George Long, | tric and is not dependent on chemi- di Ae tallati P d Hotel Guest Rooms .............. 2 ance. 
ing business will be the new G-E | manager of the home air-conditioning | cais) O. E. Wolf, advertising and oe — Pag a st Pace - Hotel Public Rooms .............. 18 applie 
conversion oil burner. In addition, | department. sales promotion manager of the com- | "1S SN) tS year ee | Ofees, Misch 2.2 cL = 
three new oil furnaces and an oil- Price range for the new unit will pany, told the dealers in presenting 9g Sueees WM .....s.ck,.... ve 
fired warm air conditioner were | be from $295 to a little more than | the plan. It is said to record the Siem aieiiiiaeey at thu mein deidiee EE rivaxsrhavckstirnters:. 116 pletely 
introduced. $500, depending upon the amount of | co,, content of the products of com- Be ee Seer ae 18 MIs. | 
ee ductwork and installation work re- ti over those now in use was empha- Department Stores ................ 10 of the 
The new furnaces have maximum ; bustion and also records the stack | sizeq, Its greater speed, accuracy, Gar erioEnne 79 ay 
ratings at the boiler outlet of 75,000, quired. : temperature. Readings of both the h h : eer Ce eee 13 w 
and the fact that it does not use , 
100,000, and 450,000 B.t h Direct fired for gas, the unit is | GO, and stack temperature can be Words Wale oo. .5s sc essceesseses. 34 
’ ) : oe. Fey Rowe. letely fact bled, with "8 $ chemicals were cited as particular Co I SS Ciee sarees koe 5 UNLE 
All utilize the impact-expansion | Completely factory assembled, taken continuously, registering even | savantages. It uses no thermometer RE ee iicastietencucae: 
method of burning oil used in the | internal wiring for automatic con- | minute changes in both almost in- | ¢ record stack Smpeneiien, Obh te | PA WENGER co.cc a “Th 
first G-E furnace. Water capacities | trols. It can be used with the exist- | stantly, it is claimed. The readings, : EE es onus baka ives aha’ vs 5 1 owner: 
i duct k f hot air furnace : use of a thermocouple and pyrometer Laboret 
of the new unit are low, permitting oA uc rat ve ha ms — oo said Mr. Wolf, are quickly secured | jause it is said to take accurate ——,"" enaaken eae : who @ 
pn manganese gl ~ongecod eae w a few adjustments. and easy to read with accuracy. readings regardless of the depth of a 2 ye 
= INSTALLED IN CLOSET immersion. —- 
calls for heat. - - iat piliatah tenia slant EXPERIENCE To make sure that both manufac- EE ho os VR EDA CEH ECEUS RANT ICR EOdES EN 360 use tl 
An electrically operated positive ee ee . In discussing the need for accurate | turer and dealer do their part toward = 
shut-off valve is located right at the | Memt was designed to “take the fur- | measuring instruments for heating aah Mansion | Poets B f Standards Build “Wh 
. nace out of the celler.” Occupying | installations, Mr. Wolf said that the | }osues cvatena itis sews vreau of standards Builds instru 
tip of the nozzle to prevent after- less than 5 sq. ft. of floor space, it | experience ae FHA oa egret ng heating systems, it is necessary to aia nee 8 
drip of oil. All controls are enclosed | (on pe placed in an unused closet, Saner Gude tiie alk, te eau tes make accurate testing instruments House To Test Conditioners rev 
in the furnace jacket. a corner of the first floor, or in a | ; f utromatie heatine canip, | 2vailable, said Mr. Wolf. He told eens 
The new oil-fired warm air condi- | hasement play room, it is claimed. | j,ent res Pa an maaan a the dealers that the use of the WASHINGTON, D. C.—For the rh 
tioner provides 13 c.f.m. for each ment resulting trom guess-work In- | instalometer was insurance that the purpose of testing heating, cooling 
Design features include the use of | stajlations, and the subsequent refusal : for th 
thousand B.t.u. capacity, which is | poth the parallel and counter-flow . te the t t dealer made full contribution toward | and air-conditioning equipment a ‘ust a 
considered adequate to provide circu- principles of heat transfer for effi- . t < ‘™~ ger . ae poe making satisfied users. small test house is being erected on al 
lation for houses with a low heat loss. , : ‘ ane WS Oe Cee eee ee The company’s spring sales cam- | the grounds of the Bureau of Stand- 
: ciency with compactness; heating | automatic heating equipment must , equip 
Sound absorbing material is used | surfaces made of rust resisting peng tai ifications. one of | P&S" was reviewed by George | ards here. The building will be used when ' 
around the motor, and three types of | setal: controlled airflow to assure me a an Spee ; - a am n Faurie, eastern zone manager for | to supplement laboratory work being This 
humidifier controls have been pro- | jow metal temperatures and prevent a “ 4 - unt te yy omni Delco, who also presented the fea- | done by the Bureau of Standards on Pigg 
vided to meet individual requirements. condensation of flue gases; scien- as me Pate Prag nig pet “4 “ Wait tures of the company’s entire line of | improvement of housing. rather 
An optional feature is a flue pres- | tific fan application for quietness and predicted that similar wn os the heating products. C. E. Wolf, general Similar work has been carried on as, wh 
sure switch, which shuts down the | low power consumption; automatic installation of automatic heating sales manager, and A. R. MacMillan, | during the past 15 years at the at the 
unit in case of flue stoppage or | humidification as standard equip- equipment would be made in all parts a ring — aided in con- peor acha _ : — engineering too ma 
NOTES OE SORTED. ment. of the country, and pointed out that a erect same recipe | 
In addition to Mr. Harrington, The gas-fired model features a | gealers peril use “a the instalo- the di: 
other headquarters men making the | new “ribbon flame” burner which iS | meter would be certain of meetin . P Pa will be 
trip were: A. E. Pierce, manager of | said to eliminate “popping.” An | any and all requirements even reesei Repor ted Detroit Air- Conditioning Sales range ¢ 
heating sales; Glenn Gundell, adver- | oil-fired model features a new me- | gych ga ruling went into effect. May 1, 1938 to May 1, 1939 too mu 
tising manager; R. S. Stearns and | chanical draft vaporizing burner. ,* fis one bit 
S. M. Vance, in charge of oil-fired Other equipment in the new line EFFICIENCY INCREASED Central Self- Room therebj 
and gas-fired equipment, respectively; | includes gas boilers, a new oil burner “Over 70% of all automatic heat- Pg od oe Gene. se Game. eed prineip 
R. F. Horan, George Hightower, and | (5 to 10 gal. per hour capacity), | ing installations adjusted by sight | Rank Company and Make of Compressor Jobs Hp. Jobs Hp. Jobs Hp. Hp. Also, 
Russell Jones of Newell-Emmett, | automatic stokers for both bitumi- | can be improved in efficiency from i. Gausie Gade, tone Gils atnanlens = om ringing 
Inc., G-E advertising agency. nous and anthracite, featuring bin 15 to 30% by use of the instalo- : Atmospheric ’ Control (Carrier).......... 7 345 6 “24 ss a 369 attentic 
Following the meeting at the | feed and — feed, ar meter,” Mr. Wolf stated. These Buhl Sons Co. (Carrier)................ -. ae a 17 home 
Morrison hotel here meetings were | Steel boilers, an oil-fired water heater, figures, he said, were based on tests 2. American Refrig. Machine (Carbondale).. 7 470 5 ve tee 470 
scheduled for Detroit, Cleveland, | and a room ventilator. made on 782 installations in 12 states. ri Susan & Comet twa... ; 373 3 43 5 3 389 . 
Albany, N. Y., Boston, New York “It will mean,” he continued, “greater 5. Mechanical Heat & Cold (Westinghouse) 7 2538 .. ... 2 1 254 Whil 
City, Philadelphia, and Raleigh, N. C. B t G t N Chi f economy, comfort, and convenience 6. General Electric Branch (G-E)......... 4 245 2 6 as “es 251 who ar 
An exceedingly vocal member ot | _ Brvant Gets New Chief | fr"customers, and offers a great ad- | 1 Hebetlee tee Machine Go, cviter)-.. 4 may yg at rai 
the visiting group, who blended both CLEVELAND—Edward R. Downe | vantage to dealers, for over 45% of 9. Radio Distributing Co. (Norge)........ 1 25... 2 1% 26% quently 
skepticism and hilarity in his post | has been appointed chief engineer of | their business comes from satisfied 10. Oil Heat Service Co. (Fairbanks-Morse) 1 15 2 1% 816% prospec 
as traveling master of ceremonies, | Bryant Heater Co. He was formerly | customers. Also, with fewer service ll. Ilg Electric Ventilating Co. (Universal) 1 10 Tr 10 tion fro 
ne > : P : 12. Detroit Ice Machine Co. (Frick)........ 1 10 és ss 10 i 
was “Raucous Rollo,” a _ life-size | vice president and chief engineer of | calls, there will be a higher net 18 Mercier & Clark (Brunner) 1 5 5 tion of 
dummy in a sailor suit, manipulated | American Gas Products division of | profit for the dealer who puts in 14. Kelvinator Branch (Kelvinator).............. i - o 5 electric 
by Mr. Gundell. American Radiator Co. ‘tested’ installations.” 15. Standard Air Conditioning (S.A.C.)..... .. - 4 3 3 ward b’ 
— 16. Burge Ice Machine Co. (Baker)........ .. “se 1 1% 1% up to ¢ 
i Bees 2 eae ban 14 10% = 10% Altho 
MOE 66.0660 6.65.58.6 0s s40 ONS oN HRT 1 15 ee ‘ 15 th 
Steam Jet System ............... ae 1 90 90 : ae 
. IS place 
A ‘‘Package’’ Item — The above tabulation of air-conditioning sales in the Detroit area was recipes 
L Unit Sal A . made from list of jobs reported to the Detroit Edison Co. and does not Proper 
arge Unit sale—An include unreported installations. Totals show compressor horsepower only. much 
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| Profitable Sales Qeas 


Post-Sale Schools For New Range Users 
Help To Sell Other Appliances 


COLORADO SPRINGS, Colo.— 
Feeling that a follow-up demonstra- 
tion o appliances after they’re sold 
js the most important factor in 
puilding up volume on complete 
electric kitchens, heads of Halle’s 
Majestic Electric Co. here invite 
small groups of owners of electric 
ranges to visit their model kitchen to 
receive practical information on how 
to obtain best results with their 
equipment. 

Since ranges are featured here, 
the follow-up demonstration work 
has been concentrated on this appli- 
ance. However, the same plan is 
applied on @ smaller scale with other 
electrical appliances. 

Importance of developing com- 
pletely satisfied users is stressed by 
Mrs. Simon Halle, wife of the head 
of the concern, and home economist 
who originally handled this program. 


UNLESS THEY KNOW HOW ... 


“There are undoubtedly many 
owners of all types of appliances 
who aren’t fully satisfied with them 
simply because they’ve never re- 
ceived full instructions on how to 
use them to best advantage,” ex- 
plains Mrs. Halle. 

“When a woman is given proper 
instruction on how to use an appli- 
ance and gets the most out of it, she 
has a greater desire for additional 
equipment, and she also does a great 
deal of invaluable ‘missionary work’ 
for the store. We feel we’re doing 
just as important a selling job in 
teaching women how to use their 
equipment after they’ve bought it as 
when we actually make the sale.” 

This store prefers to give its post- 
sale demonstrations in the store 
rather than in the customer’s home, 
as, when the demonstration is made 
at the home, there is a tendency for 
too much attention going into the 
recipe angle of electric cookery. Since 
the dish, which is being prepared 
will be served for dinner, both the 
range owner and demonstrator spend 
too much time trying to make that 
one bit of cooking the best possible, 
thereby losing sight of the basic 
principles which need to be stressed. 
Also, children coming in and the 
ringing of the doorbell distract the 
attention of the housewife at the 
home demonstration. 


THE METHOD COUNTS 


While the great majority of women 
who are invited to the store demon- 
strations are already owners, fre- 
quently a few of the group will be 
prospects. Expressions of satisfac- 
tion from owners, and the demonstra- 
tion of efficiency and convenience of 
electric cookery, go a long way to- 
ward building the prospect’s interest 
up to a buying peak. 

Although actual cooking is done, 
the emphasis in these demonstrations 
is placed on method rather than on 
recipes or food preparation. Use of 
Proper utensils and avoidance of too 
much water are the points most 
frequently stressed. 

“All too many women who haven’t 
been given proper instructions on 
how to use their new ranges go right 
on following the same methods 
they've used for years with other 
fuels,” says Mrs. Halle. ‘As a result 
they fail to conserve either their own 
nergy or operation costs, and they 
don't improve their cooking. That’s 
what we try to overcome.” 


‘WATERLESS’ COOKING 


She recommends the use of flat 
bottomed utensils which are large 


nough to cover the range units. 
Samples of suitable utensils are dis- 
Played at the demonstrations. l- 


though Mrs. Halle doesn’t encourage 
Waterles; cookery, she does recom- 
mend that the amount of water used 
be kep! to a minimum—just enough 
to creat, 
of the “emonstration, the housewife 
's shown that by observing these two 
Points, she will greatly simplify the 
Work of food preparation, cut her 
— bill, and make more appetizing 
es. 
a" the range owners are in the 
= demonstrations are given of 
. er electrical appliances in the 
chen, including refrigerator, dish- 


Steam. During the course 


washer, mixers, coffee grinder and 
coffee maker. When a visitor shows 
interest in one of these appliances, 
she is invited to see the appliance in 
actual operation of family work in 
the Halle home. Mrs. Halle reports 
that a number of dishwashers have 
been sold on the strength of demon- 
stration work in her own kitchen. 
Ironer demonstrations also are given. 


“An all-electric kitchen can be 
made a wonderful asset in any appli- 
ance dealer’s home,” claims Mrs. 
Halle. “Here you can show the 
actual working advantages of an 
appliance in a way that’s not possible 
in any store kitchen. Furthermore, 
the presence of that complete kitchen 
in your home gives conviction to the 
sales appeal. Your own use of the 
equipment serves as a sort of testi- 
monial.” 


A single loaf of bread is credited 
by Mrs. Halle as being responsible 
for the sale of a complete electric 
kitchen to one customer. Mrs. Halle 
sent a loaf of her home-made bread 
to an acquaintance who had re- 
marked that he had difficulty in 
buying bread he liked. So delighted 
was the man that he called Mrs. 
Halle to find out how it was made. 
Mrs. Halle explained to him that her 
good results were due to her electric 
range and mixer. Immediately the 
man purchased both the range and 
mixer, later adding other appliances, 
until today he has a complete electric 
kitchen. 


Used Cleaner ‘Specials’ 


Good Door-Openers 
To Major Sales 


SALINA, Kan.—‘Specials” in re- 
built vacuum cleaners are used as 
door-openers on new-appliance leads 
by salesmen for George Sawaya, 
Stewart-Warner dealer here. 


More than 60% of his major 
appliance sales result from leads 
picked up through his vacuum 
cleaner operation, Mr. Sawaya says. 
He keeps a constant inventory of 
100 used cleaners, which sell for 
from $10 to $45, each with a year’s 
guarantee. 

The vacuum cleaner sales and 
service department provides a 
“feeder” for other’ services, and 
builds floor traffic, in addition to its 
value as a source of major appliance 
leads. 


Training Proves Worth 
To Kelvinator Man 


DETROIT — Evidence that the 
courses of the Kelvinator National 
Salesmen’s Institute can help selling 
men to large and profitable sales is 
furnished by A. W. Graham, sales- 
man of the Barry Hardware Co., 
Kelvinator dealer at Clovis, N. M. 

Operating in a trade area that has 
a population of approximately 18,000 
people, Mr. Graham in the last 
five months has closed sales of 
Kelvinator household refrigerators 
totaling $17,000, he reported in a 
letter to Sidney Edlund, president of 
the Institute. 


“A good many nights, I have seen 
the hour hand pass midnight while 
working on my sales courses,” he 
wrote. ‘After approximately five 
months I readily see that loss of 
sleep from study, plus putting into 
action the theme of the course, has 
paid me profits I did not realize 
possible. 


“My sales in that five months 
period have totaled in excess of 
$17,000. Please note that Clovis and 
its trade area that we serve with 
the Kelvinator dealership is approxi- 
mately 18,000 population. A _ big 
percentage of my sales has been 
made to rural consumers, who num- 
ber only a total of 244. My total 
refrigerators being 88, this gives me 
a nice percentage of actual sales 
against actual prospects.” 


Contest Helps To Put 
A New Dealership 
‘On the Map’ 


TROY, N. Y.—Problem of a new 
dealership in identifying itself in a 
community has been solved by Pierce 
Appliance Co. by means of a contest 
designed both to establish it in the 
minds of prospects as an outlet for 
Frigidaire products, and to draw 
store traffic and new refrigerator 
buyers. 

In taking over the previous dealer’s 
franchise, the store fell heir to about 
5,000 user names. But there was 
too much “lost time” in contacting 
these owners personally, for perhaps 
20 calls wouldn’t produce even one 
prospect. 

So the store decided to run a con- 
test on the new “Cold-Wall” Frigid- 
aire, both to get itself known and to 
get prospects. To qualify for prizes 
(top one a 6-cu. ft. Cold-Wall model), 
prospects had to fill out cards list- 
ing appliance ownership, what they 
wanted next, and listen to a com- 
plete product demonstration. 


Required also was a 25-word state- 
ment on what feature of the refrig- 
erator they liked best. Each person 
was allowed only one entry, unless 
he purchased an appliance—in which 
case he got from three to 25 chances, 
depending upon the purchase. 

Entrants had to call for and de- 
liver their entry blanks in person, 
giving the Pierce salesmen a two- 
time chance to sell them. If a pros- 
pect bought a refrigerator and won 
the contest, he was credited with its 
price on his own purchase. 


1,100 Refrigerators Is Goal In Carolina Uftility’s - 


‘Four-Star’ Fall Appliance Sales Drive 


RALEIGH, N. C.—Announced ob- 
jective of Carolina Power & Light 
Co.’s “Four Star” fall load-building 
campaign is to convince power pur- 
chasers in the company’s territory 
that it’s “Time to Change” to the 
electrical way of doing things. 

As usual the campaign will be 
separated into two divisions. The 
residential and farm section will 
concentrate on ‘better light—better 
sight,” electric cookery, electric 
water heating, and electric table 
cookery; the commercial and indus- 
trial division will stress light condi- 
tioning, heavy duty cooking, electric 
heating, and counter cooking. 

Cash prizes ranging from $5 to 
$25 will be awarded to top men in 
various classifications of both divi- 
sions. 

While particular emphasis is being 
placed on these appliance classifica- 
tions, the other appliances are not 
being neglected, and campaign quotas 
have been established for them, as 
well. 

Unit quotas for the major items 
in the domestic division stand at: 
refrigerators, 1,100; ranges, 600; 
water heaters, 300. Commercial and 
industrial campaign quotas are ex- 
pressed in dollar volume of estimated 


annual revenue, and are set as 
follows: commercial _ refrigeration, 
$13,080; commercial heating and 


cooking, $13,590; industrial heating 
and cooking, $2,019; industrial air 
conditioning, $1,238. 

The utility has issued a booklet of 
sales advice for the campaign which 


outlines a “four star’ sales program 
involving the building up of a large 
prospect list, the increased use of 
user testimonials, persistent cold 
canvass calls, and direct-mail follow- 
ups; and, finally, visualizing the 
prospect’s need and supplying him 
the ‘“‘safe, economical solution.” 


‘Store Approach’ Ups 
Sales By Trailer 


KANSAS CITY, Mo.—aA _ door-to- 
door invitation extended housewives 
to “have a look at our store” brings 
curious prospects into the traveling 
showroom of General Appliance Co. 
here, and has proved a_ better 
“opener” for salesmen than a strictly 
appliance approach. 


Very often the salesman does not 
mention any appliance until the 
housewife is already in the trailer, 
ostensibly to look it over and see 
how it is arranged. From the re- 
marks made in the store, salesmen 
can find out what appliance she is 
most interested in, and guide the 
sales effort accordingly. This ap- 
proach has been successful in break- 
ing down the instant resistence of 
direct ‘‘attack.” 

In cruising the city with the 
“store,” the salesmen operate to- 
gether in a given district, going up 
and down the block with the trailer 
instead of scattering their work 
over larger sections. 


IMPROVED PRODUCT 


Fn abeleanckgey experienced in profitably cultivating selected markets know that publication 
members of The Associated Business Papers are tops in their fields. They know that the 
A.B.P. symbol stands for honest, known paid circulation; straightforward business methods and 
editorial standards that insure reader interest. 


But A.B.P. members know that, in changing times, they cannot rest upon the laurels of past 
achievement or present recognition. This very year they have modernized the CODE AND STAND- 
ARDS OF PRACTICE upon which their service to readers has been founded. Guide-posts of ethical 
business paper publishing for 23 years, these Standards have been made stronger and more en- 


forceable than ever before. 


Read them and you'll understand the sincerity with which A.B.P. publications are constantly striv- 


ing to improve their worth to readers . . 


. their value as advertising media. 


THE A.B.P. CODE AND STANDARDS OF PRACTICE 


The publisher of a business paper should dedicate his best efforts to (2 
the cause of business and social service, and to this end each mem- ‘ 


ber of The Associated Business Papers, Inc. pledges himself: 


1 To consider, first, the interests of the subscriber. 


N 


w 


his criticisms constructive. 


To endeavor to be a leader of thought in his editorial columns, and to make 


To make available to all advertisers the prices of all space, preferred 


and specified positions, colors, bleed borders, inserts and services which 
a publisher may offer, and to make no discrimination between advertisers as 
to prices, run-of-paper positions or terms or methods of payment for the same 
amount and same kind of space used under the same conditions and within 


the same period of time. 


To subscribe to and work for truth and honesty in all departments. ry 3 To refuse to run any advertising copy in which any statement or repre- 
sentation is made which disparages or attacks the goods, prices, ser- 
vices or advertising of any competitor or of any other industry, or which con- 


4 To encourage all constructive efforts to improve the standards and quality tains statements or claims about an advertiser's own products or services which 
of advertising the publisher knows or has reason to believe are untrue or inaccurate. 
5 To avoid unfair competition. ( 4 To promote and sell his own publication solely upon its merits; to 
os a: ; : . . ‘ make no misrepresentations either in the use of research data and sur- 
6 To determine what is the highest and largest tunction of the field which he - hes a sisal "oat ot haageesgeat | selli 
serves, and then to strive in every legitimate way to promote that function, pil Pe spies JOR abe nee te ind Maca en ite 5 eo ina a 
; methods which are unfair to other publications and advertising media. 
Further, each member of The Associated Business Papers, Inc. shall ( 5 To make available to advertisers full information regarding character 
subscribe to and agree to conform to the following Standards of and extent of circulation, including detailed circulation statements, sub- 
, ject to proper and authentic verification; and to maintain effective control 
Practice: over circulation sales channels to the end that (a) subscriptions will be solic- 
To refuse to publish paid “write-ups” and two measure all news by the ited only from individuals and firms interested in the field or industry served 
¢ standard: ‘Is it real news?”; to publish no material in the editorial by the publication; (b) any premiums offered will not be introduced into any 
pages as a consideration for advertising space; to refrain from the violation of sales combination to the extent that the paper is bought mainly to secure the 


copyrights of other publishers and use every reasonable means to prevent 
publication of material which is the rightful property of another publication. 


premium; (c) the amount of commission paid salesmen shall not be so great 
as to encourage price-cutting to obtain a subscription order. 


AIR CONDITIONING & REFRIGERATION NEWS 


Member of The Associated Business Papers * Inc. 
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Boom In Ohio 


NDUSTRIAL economists have 

long claimed that the key log 
in the jam which has been choking 
off prosperity is the capital goods 
business. That’s where the great- 
est unemployment of employable 
workers can be found; and it is 
the field of business which has 
recovered least. 


But how to revive capital goods 
production? America seemed to 
have excess plant capacity for 
every production need. Our capital 
goods industry had equipped great 
industrial communities in Japan 
and Russia. There seemed no 
place else for it to go, unless new 
industries could be developed. 


Machine Tool Industry 
Running Day and Night 


Today, however, the 10-years- 
coming boom has apparently ar- 
rived. Ohio and adjacent Pennsyl- 
vania, homesite of a great portion 
of the steel and machine tool 
industry, is in the midst of 24-hour 
production. Mills are calling for 
men, investors are buying shares, 
railroads and trucking lines are 
rumbling at top speed and at full 
capacity. 


For months the machine tool 
industry had been planning for 
its big exhibition—its first since 
1935—-scheduled for Oct. 4 to 13 
in Cleveland. Thousands of ad- 
vance registrations had _ been 
received, and all available exhibit 
space had been contracted for. 
Last week, however, all but two 
exhibitors cancelled their space, 
and the show was called off. 


Why? A poll of the exhibitors 
revealed that they no longer had 
anything to exhibit. Canadian 
buyers had come over and pur- 
chased all the machines in their 
shops, and left orders for more. 


Canada To Become Munitions 
Producer For Great Britain 


It seems that a mighty indus- 
trial development has been started 
in Ontario, in the region between 
Windsor and Toronto. American 
engineering brains have been put 
to work laying out the plants, 
American machine tools are 


equipping them, and American 
skilled workers will be called in 
to form the nucleus of the produc- 
tion staffs. 


Purpose of this development 
will be to supply munitions to 
England. First plants being set 
up are to produce aircraft engines. 
The British are taking no chances 
on the possibility that our 
Neutrality Act will be repealed 
or amended, and they are also 
anxious to have production facili- 
ties out of the range of bombers. 


German & English Manufacturers 
Unable To Supply Markets 


In the meantime, machine tool 
makers in England and Germany, 
chief rivals of American manu- 
facturers, are no longer able to 
supply neutral concerns’ with 
machinery. These needs are now 
being expressed in terms of orders 
in the hands of American manu- 
facturers. 


This same condition is expected 
to boom the American textile 
industry and give it a chance to 
regain its foreign markets. Paper 
makers are swamped with orders, 
too, aS newspapers increase in 
size and numbers of editions. 
Just to add another detail, midget 
radios and the new self-contained 
portables are moving fast out of 
dealers’ hands as the nation keeps 
tuned to the “special bulletins.” 


Refrigeration Executives Expect 
Great Year In 1940 


It all adds up, in the minds of 
sales executives in the refrigera- 
tion and air-conditioning fields, 
to a great 1940. With the capital 
goods industries going at last, 
other sick industries (like textiles) 
revived, and vastly increased calls 
for our agricultural products, they 
foresee re-employment, accelerated 
circulation of money, the release 
of “risk capital” into the invest- 
ment markets—all of which will 
mean prosperity for a time, how- 
ever false it may be. 


This paper has long held the 
position that a war boom might 
have tragic long-run consequences. 
But now the war has come, the 
boom is on its way, and everybody 
in the industry will undoubtedly 
take whatever temporary advan- 
tages they can out of the situation. 


Incidentally, the last war, we 
were told, was fought to “save 
the world for democracy.” This 
next one, if the 1940 boom 
materializes on so large a scale 
as now predicted, may well save 
America for the Democrats. 


Big Oaks From 
Little Acorns 


OINTING out to its 50,000 

stockholders that a large 
modern manufacturing company 
is an enormous buyer as well as 
a big seller, the Westinghouse 
Electric & Mfg. Co. in its quarterly 
report revealed the extent of its 
own purchases—which run _ to 
more than $100,000,000 annually, 
from all 48 states and Alaska, 
and from 20 foreign countries. 


Biggest purchases by Westing- 
house are steel and iron and their 
products, including castings and 
forgings. Smallest purchase last 
year, so far as quantity goes, was 
ten one-thousandths of a gram of 
radium, used in examining welds. 
Copper, insulating yarn, carbon 
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brushes, and clay for porcelain 
products are bought in immense 
quantities. 


Farmers share abundantly in 
the purchases of Westinghouse, 
the report points out, such as 
furfural, from oat-hulls, used in 
Micarta; molasses, employed by 
the foundry for core-making; 
alcohol, used as a solvent; dextrine, 
from corn, used in manufacturing 
cores. 


Core-making also requires con- 
siderable wheat flour, as well as, 
interestingly enough, straw and 
hay. Lard is an ingredient in 
cutting oil. Sugar mixed with 
waterglass is used for coating 
steel punchings. Tapioca flour is 
an ingredient in glue and various 
cements. 


Westinghouse Estimates Firm 
Supports 316,000 Persons 


The company’s demand for 
articles and services from outside 
sources annually gives work to 
about 36,000 persons, in addition 
to its own 43,000 employes. 


If we assume an average of 
three dependents for each worker, 
we can calculate that a company 
such as Westinghouse has a total 
supporting power of 316,000 
people—leaving out of account 
altogether the additional thou- 
sands who obtain part or all of 
their support from. sales of 
Westinghouse products, or from 
Westinghouse dividends—or those 
who hold jobs directly or indi- 
rectly supported by Westinghouse- 
paid taxes. 


Refrigerator Sale Becomes 
Complex Phenomenon 


This is quite a business, and 
Westinghouse dealers everywhere 
should be proud of the part they 
play in it. Similar interesting 
figures could, no doubt, be ex- 
hibited for such concerns as 
General Electric, General Motors, 
Nash-Kelvinator, Servel, Borg- 
Warner, Stewart-Warner, Crosley, 
Philco, and many others in the 
industry. 


The ramifications of the business 
cycle resulting from one simple 
transaction—such as the sale of 
a refrigerator—extend almost be- 
yond the bounds of our compre- 
hension, 


LETTERS 


Novices Aren’t Taken 
For a Ride 


R. F. D. 1, Box 98 
Claremont, N. H. 
Sirs: 

Enclosed please find $1 for the 
three months renewal of my _ sub- 
scription to AIR CONDITIONING & 
REFRIGERATION NEWS. 

I like the magazine especially for 
painting the picture just as it is and 
not making the situation seem very 
beautiful to the novice only to find 
out later that he had been taken for 
a ride. 

I haven’t had too much time to 
look the magazine over but what I 
have been able to read has been both 
instructive and interesting. 

HARRISON THIBAULT 


Economy of Palestine 


_ Affected By Tension 


British Thomson-Houston Co., Ltd. 
Tel Aviv, Palestine 
Aug. 25, 1939 
Editor: 

Your fine tribute to both Messrs. 
Wolf and James, which I read in 
your Journal, whom I knew quite 
well, was also a credit to yourself 
and I was prompted to write and 
tell you so. 

Palestine about which you wrote 
so favorable is still in the headlines. 
It is like a barometer of the Euro- 
pean political situation. At _ this 
particular moment when this is being 
written it has reached a danger point. 


The economy of the country has 
been affected by the political tension 
which has prevailed since you have 
been here. This has also been re- 
flected in the refrigeration business. 
Most all of those you met have 
liquidated their business leaving us 
practically alone to carry on for the 
time being. No doubt some others 
will attempt to establish themselves 
in this market. Their problems will 
be very’*much the same as those who 
preceded them and which I discussed 
with you when here. 

Max GREENBERG 

P.S. Notwithstanding what is 
written in your Journal, most of the 
people outside of America greatly 
admire Roosevelt and his efforts to 
make the United States a still better 
place to live in. 


Business Goes on 


In Shanghai 


Electric & Musical Industries 
(China) Ltd. 
1099, Route De Zikawei 
Shanghai, China 
Aug. 15, 1939 
Sirs: 


We enclose Chartered Bank of 
India, Australia, and China Draft No. 
82/1448 for $12.00 which amount is to 
cover cost and postage of the follow- 
ing: 

One book each “Air Conditioning 
Made Easy’”—Manuals Nos. A-1,, A-2, 
A-3, A-4, A-5, A-6, A-7. 


One book “How to Select and Install 
Air Conditioning Systems” Manual 
No. B-1. 


One book each “Commercial Service 
Manuals—Advanced Course” Manuals 
Nos. C-1, C-2, C-3. 

We add as a point of interest that 
we read your advertisement in the 
AiR CONDITIONING &  REFRIGERATON 
News, June, 1939 edition, send yoy 
our thanks in advance, and ask you 
to post as soon as possible. 


G. J. MAnninc 


Facts Reported 
impartially & Prompily 


Hotel Louisian 
Baton Rouge, La. 
Sirs: 

Please allow me to express my 
opinion regarding the News. It is, 
to me, the best trade paper of any 
published in the U.S.A. or any other 
country, for that matter. It presents 
the facts in an interesting manner, 
impartially and promptly. 

I will gladly recommend it to any- 
one interested in the _ refrigeration 
game. 

JAMES O. Boss 


From the Other Side 
Of the World 


17 Circe Circle 
Dalkeith 
Perth, Western Australia 
Sirs: 

I am enclosing herewith money 
order No. 3384 covering renewal of 
my subscription to AIR COoNDITIONIN 
& REFRIGERATION News, and, in % 
doing, would like to take the oppor 
tunity of complimenting you on the 
high standard of this publication, 4 
the News always contains informs 
tion of great interest and value ‘0 
those associated with the refriger 
tion industry. 

A. B. CoLeMAN 


More Interest In 


Kerosene Jobs 


320 McKinley 
San Antonio, Tex. 
Aug. 29, 1939 
Sirs: 

Enclosed please find 60 cents ™ 
stamps and send its value in issue 
of your magazine of date in March 
1935 which contained, “Some Obse™ 
vations on Kerosene Burning Reftif 
erators” by E. B. Lewis at Universit! 
of Nebraska. 

It would be agreeable to just send 
the pages that cover this article * 
that is all I want. 

F. C. RAHLMANN 


Answer: The article appeared ” 
the Oct. 16, 1989 issue of Air CON 
TIONING & REFRIGERATION News. T* 
issue is available at a cost of 20 cen 
per copy. 


A Lot of Good 


Huntley, Mont. 
Sirs: 

I consider yours a wonderful pare 
and I have derived a lot of good ft 
it during my two years as 4 
scriber. ’ 

Josern C. ©% 
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obber Cetivities 


t 


‘Sandy —And Friends—Swing Out 


jobber, looks over the jolly crew 
gathered from far and near to help 
Oakland, Calif. store recently. 

® x 


OAKLAND, Calif—With all the 
fanfare and flamboyance of a small- 
town carnival, the Oakland store of 
Clarence F. (Sandy) Pratt’s Cali- 
fornia Refrigerator Co., refrigeration 
and air-conditioning supplies jobber, 
opened recently at 441 23rd St. 

Ringmaster Pratt, topped off by 
an antiquated plug hat, cracked the 
whip in every ring of his own circus 
as he gave his five-hundred-odd 
guests a peek at such fantastic 
oddities as “the only living being in 
the world who does not believe that 
mechanical refrigeration will pay for 
itself when properly installed,” “the 
giant elephant ‘Jumbo’ standing on 
our specially packed packages of 
copper tubing,” and a “Fine Arts 
Exhibit’”” composed of the portraits 
of various industry officials as pub- 
lished from time to time in AIR 
CONDITIONING & REFRIGERATION NEWS. 

In addition, a complete stock of 
the store’s merchandise was on dis- 
play, and some “strictly business” 
exhibits were set up. 

Prizes were offered for practically 
everything—the best dancers, the 
best looking guests, the youngest 
and oldest married couples, the larg- 
est family, and the outstanding stars 
in the “community sing.” 

Prizewinners were: first customer, 
James H. Lucan, J. F. Hink & Son 
department store, Berkeley, Calif.; 
best looking man, A. H. Witt, Peer- 
less of America representative at 
Los Angeles; service man coming 
greatest distance, L. Gabler, Card- 
ton, Nev.; largest family, Vincent 
Carella, San Francisco; most re- 
cently married couple, Mr. & Mrs. 
William Whelan, Oakland. 

Most musical. family, Olsen Re- 
frigeration Service family, San 
Francisco; best gentleman waltzer, 


When Nature Fails 


SEATTLE, Wash. — Refrigerative 
Supply, Inc., refrigeration parts and 
supply jobbing firm here, thinks it 
has topped all stories about selling 
refrigerators to the Eskimos. The 
jobbing firm recently helped to figure 
on and sell equipment for a job in 
Seward, Alaska in which tempera- 
tures of around —10° F. will be 
maintained. 


The purchaser of the equipment 
Wanted the installation for a sharp- 
freeze box, to operate at that time 
of the year when nature wasn’t 
Providing sharp-freeze conditions. He 
first planned on using iron pipe coils, 
ut later bought a Recold water- 
defrosting blower coil. 


Young and old joined 


Top-hatted “Sandy” Pratt (in dim background at left), San Francisco 


of customers and friends which 
him celebrate the opening of his 
in the fun. 


J. C. Todd, Minneapolis-Honeywell 
Regulator Co., San Francisco; best 
lady waltzer, Mrs. Chas. H. Smith, 
Associated Refrigeration Service, 
Oakland; youngest baby boy, Mr. & 
Mrs. J. D. Knupp, Oakland; best 
gentleman Lambeth Walker, Kurt W. 
Rose, Superior Valve & Fittings Co., 
Los Angeles. 


Best male quartet was composed 
of De Witt Clark, Automatic Prod- 
ucts Co., Los Angeles; Nelson Wood- 
all, Virginia Smelting Co. and 
Wolverine Tubing Co., San Fran- 
cisco; A. W. V. Johnson, Kerotest 
Mfg. Co., San Francisco; Mason 
Emanuels, Alco Valve Co. and Henry 
Valve Co., San Francisco. 


Contest judges were: J. A. Mc- 
Laren, Tecumseh Mfg. Co., Los 
Angeles; A. A. Spika, Gates Belt 


Co., San Francisco; C. W. Gooder- 
ham, Linde Air Products, San Fran- 
cisco; Don S. Hupp, Perfection Parts 
Co., Los Angeles; E. W. Breidenbach, 
United Wire Co., redwood City; C. 
J. McWhinnie, Chase Brass & Copper 
Co., San Francisco; Norman 5S. 
Wright, Jr., N. N. Wright Co. and 
Mueller Brass Co., San Francisco; 
Franklin G. Slagel, Ranco, Inc. and 
Fedders Mfg. Co., Los Angeles. 


Ruegg Supply Holds 


Open House In New 
Omaha Store 


OMAHA, Neb.— The open house 
held in the new Omaha store of 
Ruegg Refrigeration Supply on Aug. 
22 drew some 8:0 service men, 
service managers, and representatives 
of manufacturers. The company, 
also operating a refrigeration supply 
house in Lincoln, had a display of 
many new articles of interest to the 
trade. 


Product demonstrations were given 
by Mr. Morsback of Bush Mfg. Co., 
and A. C. Fine of Kerotest Mfg. Co.’s 
Chicago office. An inspection of 
the store’s insulated, air-conditioned 
office, arrangement of stock, and its 
new rapid refrigerated charging sys- 
tem for filling refrigerant drums 
featured the open house. 


Many door prizes were awarded, 
including products of Kerotest, 
Imperial Brass Mfg. Co., Rotary Seal 
Co., Detroit Lubricator Co., Penn 
Electric Switch Co., Ranco, Inc., 
Ansul Chemical Co., Electrimatic Co., 
Marshalltown Gauge Co., Swift 


Mfg. Co., Bush Mfg. Co., and Busi- 
ness News Publishing Co. 
A Dutch lunch was served. 


Honesty Still Is 


KALAMAZOO, Mich.—Be perfectly 
henest in diagnosing commercial 
service troubles and estimating re- 
pair costs, advises A. B. Teale, man- 
ager of Good Housekeeping Shop 
here. When he found that commer- 
cial customers appreciated ‘the 
straight dope” on ailing units be- 
cause it cut down return service calls 
and additional expense, Mr. Teale 
realized that his reputation followed 
him—and one job followed another. 

He found the formula from field 
experience. A man who had an un- 
satisfactory installation in a dairy 
employed many commercial service 
firms to locate and fix the trouble. 
They all used hit-or-miss tactics, and 
“soaked” the man plenty. Called to 
try his hand, Mr. Teale carefully 
diagnosed the job, told the dairyman 
exactly what was needed to put it in 
shape, quoted him complete costs for 
the job—and gave him a guarantee. 

The unit is still running, and the 
man was so pleased to have stopped 
the relay squadron of service men 
that he began to boost Mr. Teale’s 
service. Four good jobs came as a 
direct result. 

Now he doesn’t even solicit com- 
mercial service jobs, for every one 
that is ‘fixed to stay fixed’ has its 
owner as a talking advertisement. 

Two service men are the working 


fle Says Mgr. of Refrigeration 
The Best Policy—serc, and service comrony 


force, but Mr. Teale, himself an old- 
time service man, aids in diagnosing 
tough service troubles and makes 
estimates of costs. Although he is 
no longer an active service man, he 
still has his set of tools and a great 
store of information on all kinds of 
commercial units. From years of 
practical experience in the field he 
has kept records of all makes and 
models of commercial units. He has 
studied service troubles common to 
these machines, knows what vacuum, 
for instance, each unit should pull, 
and instructs his service men where 
to find trouble and how to correct it. 

When one of his men goes out on 
a job, careful notes are made on 
the make of the unit, the model, and 
just where the trouble seems to be. 
Down come the records, and Mr. 
Teale and the service man go into 
a huddle on the quickest and most 
effective remedy. If it is a partic- 
ularly tough assignment, they both 
go to look over the unit before work 
is started and prices quoted. When 
every angle is studied, the repairs 
get under way, backed by a guaran- 
tee of satisfaction. 

To give this check to all work, 
Mr. Teale has devised a system of 
service memorandums. Each serv- 


ice job, tough or simple, is recorded 
on this sheet and brought in for 


check. Suggestions are noted by 
Mr. Teale right on this sheet, which 
is used for reference by service men. 

When the job is completed, this 
record comes back to the office, car- 
rying complete data on what work 
was done, time spent on the job, and 
the costs. A daily record is kept 
of these returns, and they are then 
carried to the ledger sheet to keep 
a payment record. Different colors 
are used for duplicates to make 
filing easier. 

Each service memo is filed to keep 
an accurate record of the repaired 
unit and to act as a prospect file 
for additional equipment. 

By keeping these complete records 
of all jobs he has done, and adding 
the information he has gathered 
through many years of working on 
units himself, Mr. Teale feels that he 
is able to give service customers 
accurate trouble shooting and ac- 
curate cost estimates. 

The same method is used on house- 
hold repairs, as the store is a house- 
hold refrigerator dealer. There is 
also carried a line of gifts and china 
and glassware. All the store fix- 
tures were built by Mr. Teale himself. 
As a refrigerator dealer, housewares 
merchant—and commercial expert— 
he believes in paying attention to the 
details. 


Tf 
THE NAMES OF THE SERVICE ENGINEERS 


WHO MADE THESE STATEMENTS 


WILL BE FURNISHED UPON REQUEST 


ROTARY SEAL COMPANY 


803 West Madison St. - - - Chicago, III. 
| 
Canadian Office: 382 Victoria Avenue, Westmount, Montreal 
Continental European Office: Waldorpstraat 52, Den Haag, 


E. 1. pu Pont pe Nemours & Company, INC. + The R. & H. Chemicals Department - 


Netherlands 


Wilmington, Delaware. 


District Offices: Baltimore, Boston, Charlotte, Chicago. Cleveland, Kansas City, Newark, New York, Philadelphia, Pittsburgh, San Francisco. 
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Commercial Serwice 


Proper Procedure For Installation of 
Tank Type Carbonators Described 


By Arch Black and Dean C. Seitz 


Editor’s Note: Further infor- 
mation on the design, operation, 
and servicing of carbonators is 
presented in this instalment of 
the weekly series of articles on 
installing and_ servicing soda 
fountains and allied equipment. 


Figs. 1 and 2 illustrate’ the 
typical tank type carbonator as man- 
ufactured by the Bastian-Blessing 
Co. and the Liquid Carbonic Corp., 
respectively. Both of these figures 
are cross sections illustrating the 
component parts. 


Fig. 3—Gas Regulator 


Attachment of CO» regulator on 
gas drum. Key follows: 


The similarity between these two 
carbonators, however, is apparent 
from the drawings. They both con- 
sist of tanks containing paddles 
which agitate the water mixing up 
the COs gas and city water. The 
level in each case is controlled by 
means of a balancing ball which 
makes and breaks the electrical con- 
tact which in turn starts and stops 
the pump. 

The essential difference between 
these two carbonators lies in the 
fact that one is belt driven and the 
other worm driven. Likewise the 
carbonator in Fig. 1 allows the 
gas to enter the bottom at point M. 
In the carbonator in Fig. 2 the 
water is sprayed in at the top. 

Fig. 3 illustrates the attach- 
ment of a COs regulator on a gas 
drum. The valve supplied with the 
COs, gas drum is_ indicated by 
No. 725. The regulator itself is 
indicated by No. 197. The adjust- 
ment is made by turning the knob 
197—4. The hose No. 1-75 connects 
the gas regulator to the gas inlet at 
the carbonator. The regulator re- 
duces the carbonic gas _ pressure 
from whatever pressure is in the 
gas drum (approximately 800 lIbs.), 
to whatever working pressure is de- 
sired (usually about 120 lbs.). 


The gas regulator works auto- 


Announcing— 
A New Book on 


Soda Fountain 
Refrigeration 


Manual No. SF-1, the first of a set 
of two books on Soda Fountain 
Refrigeration by Black and Seitz, 
will be off the press next week. 


The second book, No. SF-2, will 
not be ready until about Nov. 1, 1939, 
a few weeks after the completion of 
the series of articles now appearing 
in the News. 

The new manual will soon be on 
sale at all the leading refrigeration 
supply jobbers or may be ordered 
by mail from Business News Pub- 
lishing Co., 5229 Cass Ave., Detroit, 
Mich. Shipment will be made C.O.D. 
if desired. 


Manual SF-1 will be offered for a 
limited time as ‘a free premium with 
a 6 months’ subscription to Am 
CONDITIONING & REFRIGERATION News at 
$2.00. Both books on Soda Fountain 
Refrigeration may be obtained free 
with a full-year subscription to the 
News at $4.00. These prices are for 
the U.S.A. Foreign postage on the 
News is $2.00 extra per year. 


Filling With Water 


The first time the carbonator is 
filled with water, the vent valve at 
the top of the carbonator must be 
opened. Turn on the city water, 
close the knife switch in the elec- 
trical box, starting the pump. When 
the automatic switch stops the pump, 
hold up the balancing tank until 
the water comes out of the vent. 
This operation drives all of the 
water out of the carbonator. 

Now release the balancing tank, 


Fig. 1—Bastian-Blessing Tank Carbonator 


Mek “ : wit 


Cross section of Bastian-Blessing 


A. Electric Switch, B. %-Hp. Elec- 
tric Motor, C. Motor Base, D. Back 
Pressure Check Valve, E. Strainer 
and Air Chamber, F. Water Pump, 
G. Balancing Tank, H. Agitator Shaft. 

I. Carbonator Tank Body, J. Water 


tank carbonator. Key to letters: 
Water, N. Water Outlet Leading to 
“J,” O. Valves and Fittings for Gauge 
Glass. 

P. Inlet Gas Check Valve, Q. Safety 
Valve, R. Water Level Gauge Glass, 
S. Agitator, T. Lining, U. Pressure 


matically, delivering always the same stopping the pump. Outlet to Soda Fountain, K. Base, Gauge, V. Belt Drive, W. Pump 
pressure to the carbonator, regard- L. Bottom Lining, M. Gas Inlet to Shaft Bracket. 
less of whether there is 800 lbs. or all . 

F illing With COe Gas there is about 1 inch of water in the drum valve, also the connection 


500 lbs. pressure on the gas drum. 
It is a delicate instrument and 
should be handled carefully and 
always kept in first class working 
order. 


Close the gas regulator outlet 
valve tightly, open the COs cylinder 
valve slowly. Turn the adjusting 
screw (43-1 of Fig. 3) to the 
right or clockwise until the needle 
of the gauge on the regulator points 


gauge glass. This adjustment is 
made to insure the most efficient 
operation of the carbonator. 

It is good practice to draw off the 
first two or three gallons of water to 
make certain that all the impurities 


which is screwed to the regulator 
outlet valve, the packing on the out- 
let regulating valve, and the coupling 
nut where the connection is screwed 
to the gas inlet valve. 

If any of these connections are 


4A. ian tapetenee sang “13-1. “Gas Installation Instructions to approximately 70 or 80 lbs. Then = re — serving any ——, — will a. = 
Regulator Coupling Nut, 197. Gas close the air vent valv n soda water (rinks. also advisable to apply soap suds Mr. V 
} Se aso Body. 197-4. Gas Regulator Once uncrated a carbonator should | ©. .honator. Open the mee The next operation is to test | around the stem of the carbonator cabinet. 
Adjusting Screw, 944. Gas Regulator | be Placed in a clean dry location on | jit water valve. with soap suds all the connections | of the carbonic gas cylinder valve. ce 
Shut-Off Valve, 1-75. Gas Line to | @ Solid level foundation, preferably Open the regulator outlet valve. | Such as the joint where the gas | If a bubble appears, the packing 
Carbonator. concrete or stone, and situated as | 7, : lator is screwed to the CO nut should be tightened. ordinary 
e incoming CO gas from the gas | resulator is screwed to the CU2 gas Satene 
close to the soda fountain as possible. drum to the cavbenater wil dstve forced-dre 
saktatie Mg goog: | _ = = the water out of the carbonator. ‘tah he 
ancing lever an en fasten the H — . aes H a specia 
sen tenga "so Soe campsite ant or | sant tas Dotmacies tanh Gowen oni Fig. 2—Carbonator Made By Liquid Carbonic HR’. 
the lever. Locate the carbonic gaS | mately 1 inch of the gauge glass. a nen — a “ aan A spec 
. : cylinder near the carbonator. Wipe | Then close the outlet valve of the : meee pon : wanted 
Refrigeration Tubes Ge te . = cane’ aie. carbonator releasing the hold on the sso a 
for difficult jobs! : The valve may be opened for an eve neg Mg on a oe cooling wv 
re ay ; instant to blow out the passage. : desired is 
ae is — Next clean the cylinder valve Fi | C P runs cont 
coupling and attach the COs gas ina onnection With th 
regulator to the valve, making cer- Turn the gas regulator adjusting ges | 
tain to use a hard fiber washer. To | screw clockwise until the needle in “vt ee 
prevent injury to the gas regulator, | the gauge shows that the desired elgg 
fasten one end of a short chain or | pressure (usually about 120 Ibs.). inst rn i 
heavy cord around the gauge and | No further adjustment of the gas to — 
attach the other end to a wall hook regulator is necessary. While the Behe, on 
located about 12 inches above the | carbonator is filling, attach the - a. a 
gas tank valve. This eliminates the | block tin leader line to the soda . - ping 
possibility of breakage if the regu- | fountain from the outlet line on the yen 
lator should be dropped. carbonator, using a hard fiber washer Co. foe 
Next attach the gas hose between | in the coupling. This block tin leader Mr. Well 
the regulator and the gas inlet | line should be of solid block tin enthusiast 
valve on the carbonator. Always | tubing, not tinned copper. pleted er 
egos gg to insert a fiber washer Private pi 
in each coupling. . 
The water inlet line should now Installation Check-Up 
be run to the carbonator. One-half Open the outlet valve of the Fed. 
inch galvanized iron pipe, free from | carbonator. The carbonator is now 
scale and oil, should be used. By | working automatically and will con- OWoss: 
far the greatest part of the trouble | tinue to do so as long as it receives 0.’ rece: 
with soda fountain carbonators is | COs gas, water, and electricity. is expect 
caused by dirt and white lead getting Never try to start and stop the about Sep! 
into the carbonator and under the | carbonator by opening and closing facture ro 
valve seats of the pump. The way | the electric knife switch by hand. S| - - 


This Rome Jointless Water Cooled 
Condenser is a typical example of 
Rome’s ability to provide trouble 
free condensing equipment. Rome 
Water Cooled Condensers are used 
by many leading compressor manu- 


to overcome this is to use litharge 
or shellack and be certain to clean 
the pipe out thoroughly by flushing 
before connecting to the carbonator 


Permit the automatic switch to do 
this work. The automatic switch is 
so set that the pump will stop when 
there is about 4 inches of water in 


the gauge glass, and will start when 


A» 


re y 


E 


COMMERCIAL REFRIGERATORS 


Liquid Carbonic Corp.’s tank type carbonator. Key to numbers: 


1. Worm Drive, 2. Scotch Yoke 
Operating Pump Plunger, 3. Triple 
Check Valve, 4. Water Inlet, 5. Seven- 
Jet Water Spray, 6. Water Level 
Glass Gauge, 7. Enclosed Roller Drive 
Chain to Agitator, 8. Carbonated 


Water to Fountain, 9. Shut-off Valvé 
10. Safety Valve (Diaphragm Type) 
11. Gas Inlet, 12. Stainless Steel Agit® 
tor, 13. Balancing Bucket, 14. Aute 
matic Mercury Operated Switch 
15. Safety Hand Switch. 


You Supply the APPLICATION... 


lines—“All-Porcelain” with 


facturers. Write for complete in- 
in Dulux—priced 


formation. 


na ROME-TURNEY 
ae : RADIATOR COMPANY 
222 Canal Street 


Two display case Let Us Supply the EQUIPMEN 
deluxe features and “Leader” — 

paid ic a, No matter what the application may 
be... if it calls for comfort cooling, 
product cooling, air-conditioning, or 
commercial refrigeration... we can 
supply dependable equipment to fit 
the need. Write for details of our 
attractive distributors’ arrangement. 


YGENERAL REFRIGERATION CORPORATION — 


to give outstanding value plus a complete line 


wf “Reach-in” refrigerators (13 to 68 cu. 
(ft. capacity) should make MIDWEST 


‘your first choice! 
Some Good Territories Still Available 


Write or wire for Complete Information 


“Ee . oe. eee 


‘MEG. COMPANY + GALESBURG, ILL. 


AIR CONDITIONING MODEL 153 


ROME, N. Y. ’ 
: | a Dept. AC-1 Beloit, Wis., U.S. A. Water-cooled 
EXPORT SALES DIVISION: 330 S$. WELLS ST., CHICAGO, ILLINOIS, U.S. A. f 
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Engineering 


@-— 
Dealer Develops Design 


for Close Control of 
Temperature Limits 


cINCINNATI—Application of me- 
chanical refrigeration to the proper 
preservation of samples of water 
peing tested for pollution has been 
worked out by R. J. Weller, inde- 

ndent dealer here, in a constant 
temperature cabinet designed by him 

the Stream Pollution Division of 
y, §. Public Health Service. 

yr. Weller already has furnished 
two of the cabinets to the division, 
and more are expected to be prt 
into use shortly. 

The Stream Pollution Division 
travels in trailers, testing water for 
pollution. Samples must be kept at 
9° C., within 1° total variation. 

Mr. Weller solved this tough 
problem by using apartment house 
ype cabinets. He removed the 


eal 


Mr. Weller and his special 
cabinet. Fan unit is at top back 
center of the cabinet. 


ordinary evaporator, substituting a 
forced-draft unit. Within the hous- 
ing is a fin-type evaporator coil, and 
a special quick response heating 
element. 

A special thermostat is used to 
control the heating and cooling. An 
intermediate position of the ther- 
mostat cuts off both heating and 
cooling when the 20° C. condition 
desired is reached. Fan in the unit 
runs continuously. 

With this cabinet, a constant tem- 
perature can be maintained, regard- 
less of outside weather conditions. 
The cabinets are mounted in the 
trailer, with the compressor remotely 
installed. The units are plugged in 
‘oa regular outlet when the trailer 
reaches its destination. 

Helping Mr. Weller work out this 
application problem was Al Chadburn 
of the Cincinnati office of Williams & 
C., refrigeration supplies jobber. 
Mr. Weller also is an aviation 
enthusiast, and will soon have com- 
pleted enough air-hours for his 
Private pilot’s license. 


Fedders Plant Ready 


6, VOSsO, Mich. —Fedders Mfg. 
. ‘S$ recently completed plant here 
hee ons to get into production 
ten Sept 15. The plant will manu- 
gael radiators for Chrysler Corp. 

will employ from 200 to 400. 


Expansion Valve Key 
In System For “Water — 
Cooler-Refrigerator’ 


(Concluded from Page 1, Column 2) 
does the expansion valve in this 
circuit operate differently under sepa- 
rate conditions. 


Part of the time it performs as a 
thermostatic expansion valve thereby 
providing high efficiency for the 
system, while the remainder of the 
time it performs as an automatic 
expansion valve thereby providing 
the very necessary feature of safety 
for the condensing unit. Incidentally, 
two-temperature refrigeration of the 
type most desired in the present 
instance is also provided. 

“Going into structural detail, house- 
hold refrigerators bearing long term 
guarantees without exception operate 
with no more than a single expan- 
sion valve while commercial refrig- 
erating machines’ generally have 
numerous valves. This contrast is 
quite significant and is by no means 
accidental. The chief reason for 
household refrigerator simplicity in 
the use of valves lies in the fact 
that two associated refrigeration 
valves simply cannot function as 
reliably over a long period of time 
as can one. 


VALVES SEAT BETTER 


“A main reason for this unruliness 
of multiple valves may be found 
within the very small area which 
acts as a juncture between the valve 
needle and seat, or in other words, 
within the valve proper. More so 
than in ordinary valves and regard- 
less of whether or not they are 
hermetically enclosed, the seal sur- 
faces of refrigeration valves are 
extremely sensitive, being constantly 
beset by such injurious forces as 
erosion, electrolysis, and the accu- 
mulation of solid matter thrown out 
by the system’s fluids. 

“In actual practice, particularly in 
household refrigerators, there is fre- 
quently enough movement and fric- 
tion in the single valve to “grind” it 
into shape, thereby maintaining it 
in workable condition for a long 
period of time. Thus the system’s 
weakest spot is pampered into con- 
dition by constant attention. 

“In commercial systems where 
numerous valves are employed, a 
part of these remain comparatively 
idle and no such performance is 
obtained nor is it even expected. 

“There are numerous types of 
evaporator inlet metering devices 
but the present development can 
belong to only one class of these, 
that of the expansion valve. At 
present there is a whole parade of 
expansion valves in use at the very 
extremity of which belongs the 
valve about to be described. 


CLASSIFYING VALVES 


“In classifying thermostatic expan- 
sion valves, by the simple expedient 
of altering the amount of volatile 
liquid which is injected into the 
power element, their operating char- 
acteristics may be divided into three 
distinct types. To comply with this 
description they are termed respect- 
ively, liquid charged, gas charged, 
and critically gas charged. The 
critically gas charged valve is the 
latest and the one most concerned 
here. 

“Because of the natural character- 
istics of the volatile fluid within its 
power element, a gas charged valve 
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running, noiseless. 


MANHATTAN V-BELTS 


Customer Builders.... 


Trouble-free drives because they are built for steady 
service. Exclusive construction—endless whipcord strength 
member completely floated in rubber and placed in the 
neutral axis—resists destructive internal heat, stretch and 
side-wear. Thus, they remain flexible, strong, smooth 


THE MANHATTAN RUBBER MANUFACTURING DIVISION 


of Raybestos-Manhattan, Inc. — 


45 TOWNSEND STREET 


PASSAIC, N.J 


tenement ne apart 


Tee Stee 


Fig. 1—Refrigeration Circuit In “Water Cooler-Refrigerator’ 
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Fig. 1—Patent drawing showing the refrigeration circuit 


in the Evers. two-temperature refrigerator, disclosing 


the use of two evaporators and thermostats, but only o ne expansion valve. Note location of water cooling tank. 


is more complex in its performance 
than is a liquid charged one. For 
example, if a valve be charged with 
saturated vapor at a given tempera- 
ture it will perform as an automatic 
expansion valve at all higher tem- 
peratures, likewise it will perform 
as a thermostatic expansion valve at 
all lower temperatures. 

“This odd performance is due 
directly to the fact that at all tem- 
peratures lower than that of charg- 
ing there is more or less volatile 


liquid in the sensitive bulb and its | 
pressure-temperature characteristics | 


obey the laws of boiling liquids. 
“At all temperatures higher than 


that of charging there is only un- | 


saturated vapor or gas within the 
entire power element and the pres- 
sure-temperature characteristics then 
obey the laws of gasses. Under this 
latter condition and also because of 
the fact that one end of the power 
element, the bellows end, is con- 
stantly kept in a semi-cold condition 
by the absorption of heat at its 
valve, the pressure within the ele- 
ment operates to remain constantly 
at a single value, this value being 
the pressure equivalent of the tem- 
perature of vaporization or, in other 
words, the same pressure value at 
which the valve was originally gas 
charged. 


A SPECIAL VALVE FUNCTION 


“This leads to the conclusion that 
if a selected specific temperature be 
used in gas charging a valve, this 
valve may be made to do useful 
work in its upper range of per- 
formance wherein a constant back 
pressure prevails. 

“Hence a gas-charged thermostatic 
expansion valve is an ordinary ther- 
mostatic expansion valve which be- 
comes a synthetic automatic expan- 
sion valve at all bulb temperatures 


YOUR HEADQUARTERS FOR 


COPPER 


IN EVERY COMMERCIAL FORM 


Rolled and finished in one of the 
finest equipped rolling mills in 
the United States from Pure Lake 
Copper, Hussey is the ideal 
copper specification for all air 
conditioning installations where 
corrosion-resistance, perma- 
nence and ease of fabrication 
are important factors. It will 
pay you to investigate the con- 
venience and advantages of 
dealing direct with your Hussey 
Warehouse or District office. 


“ 


above that of charging. Before the 
present development the principal use 
of the gas charged feature of a 
thermostatic expansion valve was to 
provide the safety features inherent 
in an automatic expansion valve, no 
regard being given to its possible 
usefulness in holding a _ constant 
back pressure indefinitely. 
“It now follows: 


“(a) A gas-charged thermostatic 
expansion valve is a synthetic auto- 
matic expansion valve so long as its 
bulb temperature remains above that 
of charging. 

“(b) This synthetic automatic ex- 
pansion valve is inherently adjusted 
to cool a medium whose ultimate low 
temperature is the temperature of 
charging. 

“(c) In Fig. 1 the arrangement is 
such that the Valve 5, which was 


Front view of the condensing 
unit compartment in the Evers 


refrigerator. Part of water tank 
is shown directly above the unit. 


gas charged at 33° F., will properly 
cool the second evaporator down to 
33° under a constant back pressure 
after which it will properly cool the 
first evaporator down to some sub- 
freezing temperature under a con- 
stant superheat. 


See the Educational Ex- 
hibit of Copper and Brass 
Industry, Metals Building 
at the World’s Pair. 


Cc. G. HUSSEY & COMPANY 
(Division of Copper Range Co.) 
Rolling Mills & General Offices: Pittsburgh, Pa. 
Warehouse Stocks in the Principal Cities 


erant the operation in Fig. 1 is as 
follows: 


“When both evaporators are warm, 
both thermostats are in_ closed 
position and the one controlling the 
second evaporator operating through 
the electric heater causes the valve 
bulb to be warmed to an effective 
value of 33° (actually the bulb 
becomes warmer than 33° but 
effectively it remains at its tempera- 
ture of charging). 


“During this period the boiling 
refrigerant in both the first and 
second evaporators remains con- 
stantly near a temperature value of 
23° F. and the equivalent low pres- 
sure likewise remains’ constantly 
near a value of 3% lbs. These 
values permit the first evaporator to 
hold a coating of frost even though 
the water surrounding the second 
evaporator be very warm. Also, in 
spite of this last-mentioned condi- 
tion the condensing unit will not 
become overloaded. 

“Upon the second evaporator’s be- 
coming refrigerated to the low point 
of 33° its thermostat opens, thereby 
removing the heat which up to this 
time has been superimposed upon 
the sensitive bulb. The valve now 
becomes a simple thermostatic ex- 
pansion valve and causes the first 
evaporator to be refrigerated indi- 
vidually under a condition of con- 
stant superheat. 

“At this stage it will be noted that 
the second evaporator, together with 
its controls, is actively out of the 
system and is merely providing a 
passageway for the _ refrigerant. 
Upon the first evaporator’s becoming 
refrigerated the cycle is ended. 

“Any subsequent cycles will dupli- 
cate either the entire performance 
just described or the latter part 


wherein the first evaporator operates 
| individually.” 


Hussey Pure Lake 
Copper Sheets, Rolls 
and Tubing for every 
corrosion-resistant 
application including 
Air Washers, Blowers, 
Colls, Ducts, etc. 
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A Good Salesman Renders ‘Service’-—A Good Serviceman Must ‘Sell'{is 


service men can write, and so few grade. I made one big mistake when 
i D j " W | d Y writers known anything about refrig- A P r oduc t of the Fa agpcte — oa gg Part of 
Mr. Small Town Dealer: Would You  witicn scons HP shies ; | RerProgram: the series BT Gee og 
Editors of the NEWS have taken American Way ments had to be finished per onan architec 
e e,° a keen interest in the letters written and bang went my good recorg. att anc 
Accept This Proposition From an by you and Mr. Link and Mr. Fusch Before me lies my final examin, JM yitchem 
because all three of you can write. tion. Forty solid questions, some of Mand ins 
- We have noted that both you and pr geo Rag tag 4 tons.  Byt HB modern 
H —— Mr. Link have worked in printing “Series E” taught me how to styq, iss 
R.A.C.I.-Trained Service Man plants. Maybe that association ex- successfully. It shall take me about sas 
lains some of your ability to half a year to review the who, i de. 
aes yourself so well course and then I will be darneg i, v more 
r I don’t get a good grade and b 
‘IF | SELL A NEW REFRIGERATOR We are hoping that you will soon sammie for laboratory work grams, 
E INST ALL IT?’ become actively engaged in refrig- Chicago. plans, 
WILL yOu LET M eration service work and that you The scientific staff of the Institute iy 2° thr 
will write about your experiences. consists of men of highest competeno, gm kitchen 
718 East 7th St. & We would like to have a series of and no parent could be more inte, Mand st 
Fairmont, Minn. satisfactory but there seems to be | articles telling in detail about the a ce tie ne iS child installa 
Aug. 19, 1939 ee See ee preeme cnemneren by & Rane of the Institute are ietuested a _ 
Dear Sir: As for education in this line, I study graduate and his progress in progress of their students. N the nae 
I’m sorry about this delay in have, beaides the RACI egy the industry. To me the training is worth thoy oo 
‘ ur kind letter. An | the following: Master Service Man sands of dollars and perhaps the tv, me 
cer f business has | Uals 1 to 4 in the household series, — value will prove to be inestima, fae! 
extra heavy run 0 h h 1 and 2 in Commercial, Refrigeration Sales Training Helpful Please let me know when I h . food an 
kept me pretty busy at the Sof | ingineers Manual by Potts, and ; roti sce © “1AVe to BA serving 
é. d it just seemed that I & y , To Any Service Man renew my subscription. a" 
this week and to write Manuals B-1 and A-7 in the air-con- Donald L. Nelson of Fairmont, Unrich H. Wirrermany in 
couldn’t get time to qi. | ‘itioning series. I’ve studied these I think that you might well give Minn., who wrote the letter oak tik & Gee be te there : 
I will try to give you the addi- books very thoroughly and intend iderati t th ti published on this page, is shown th ‘ Institute sae air to the re 
; . ou requested as consideration to e suggestions ; e AS to both MM conter, 
tional information y : that to buy more as soon as I have time | o¢fereq by Norman Wilson in the above with his car, his dog, active and prospective students 1, 
briefly as possible. 7 Sa, and | ‘0 study them. Aug. 30 issue. The idea of starting | and his pipe. He quit school print this. = 
space in your paper oa ps  acailiadi In your rather caustic comment | as a salesman has a great deal of at 16, worked as a laborer, then sscimaniinn ow 
I would like otis a outer letters on my first letter, the inference that | merit. Sales training would be got a job as_ janitor in a tong 
to you yap ; 0 g ’ | I feel the industry owes me a job, | good experience for any service newspaper plant in 1929. Since A Glass Worker Is em 
mine and nd othe ” d simply because I’ve made an effort | man—and especially so if he has 1932 he has been a stereotyper. alien 
My age is 29; I’m marrie mi to qualify for one, startled me. | ambitions to be an _ independent Now he_ has’ completed’ the Gettin Read To Jy seal 
have an adopted son, Six. orn | where was food for thought in those | operator some day. R.A.C.I. course and wants to g y mp equipmet 
in Minnesota, my folks moved to | .o:ments, and I’ve done considerable Also, I do not foresee any great get into refrigeration and air a ; 
northern Canada when I was a year | thinking since, but after analyzing : : conditioning. Mr. Nelson hasn’t 2001 Summit St. a 
d difficulty on your part in absorbing can flow 
and a half old where I grew up an my attitude as you suggested, I | the fundamentals of salesmanship, or been very happy about his Toledo, Ohio th 
got what education I have, eight | Gout believe I care to change it so ~ P, immediate prospects, but where Sept. 1, 1939 - 
f public schooling. At that in making practical use of that art ' rth aan tes Dear Bir: 
— > 2 16. &t was neces- | UCR Same of your conciueens | i eughiiing yousslt in the re | SO Sam, “ ashame 4 ‘ ORG. 
— page tines ates in 2 a = a gg Hang = 8° | frigeration industry. = a hd oe pred year's "yenewel sabperigtien * the Organi 
pon A myself. I had already pow h » ar ‘jin ca ee hee 4 Please do not misunderstand the done on his own initiative? Air CONDITIONING & REFRIGERATION News importan 
worked out during holidays, ete. | 4) i a " purpose of this suggestion. Certainly I assure you I shall continue to MiBtwo. A 
since the summer I was 14. is I do not want to oversell you on it, there would be few complaints | SUbscribe to it as long as I am Mi sould b 
: Now I've got to a point where | the idea or lead you to believe there | f t financially able as it permits me t they are 
I quit school and came back to | the future, even if it doesn’t look a La : : | S7GGh CUBLOMEEE. keep up with a fast growing industry 
the U. S. A. where I worked for | 4,, belaht, offers at least eemme is “big money in selling refrigera- = Now here is a suggested plan: | that I hope some day to be working of a meg 
three years at farm work, carpen- security. ‘When i mee many really tors.” You may not like selling a8 | Remember that the evening is | in etry 
tering, and other forms of unskilled good men either out of work. or : — ee it = a = wend about the best time to sell refrig- I, too, am a graduate from th hy 
labor until in the fall of 1929. Then working for a bare living, I just © gel acquainted with an industry. | erators. Sales schools are often | R.A.C.I. but have been reluctant ty aes 
I went to work for the company I | pa vent the nerve to “take a cut” as A good salesman is seldom out of | held after office hours. See if you | give up my present job as a gla es 
am with now. you suggested. a job very long. If he loses one | can get into a sales training class. pega 4 accept word on the a Attn 
ianitor and was A job he knows how to sell himself | Then try it out in your spare time. on and air-conditioning field, for Mj where in 
I started as janl It isn’t so much the reduced | ; : : perhaps half of what I am now eam-Mmmin both | 
rapidly promoted from one job to | wages that holds me back. It’s | tO another. That is one of the Ask a dealer if he will let you | ing. However, I hope to keep wi Six sq, 
another until in 1932 I was made | the realization that if I don’t make | “iCKS of lazy salesmen. They never | install any equipment you sell, pay- | with the industry through your pub- MMM should b 
shop stereotyper, which job I still | , go of it, (how’n hell can I be really work except when they are ing you the sales commission, also the | lication and manuals as I want to MBq, home 
hold. There is no further prospect | gure) Ti stand a good chance of | S@!ling themselves. _ installation allowance. That proposi- | be prepared to enter that field (MMM i two 
of advancement here and I realized losing everything I’ve gained so far. But practically everybody who has_ tion will appeal to a small dealer, aa ae out eae of this country should 


particularly one who may not have 


this several years ago so enrolled | jt may be cowardice, but them’s | aNy success or satisfaction in life 
for the RACI course, thinking that my sentiments and I can’t help it, | has to be a salesman to some extent. | a regular salesman or serviceman. PP canons po A Re _s. — P 
refrigeration and air conditioning The preacher, the teacher, and In brief, instead of trying to get ain a e informatio Sch 


really had something to offer young 
men with the ability and willingness 


I believe that I’ve given you 
the information that you wanted, 


statesmen are essentially salesmen. 


a job, perhaps you can make one. 
F. M. COCKRELL 


that is in the four manuals on 
Household Refrigeration? 


Will the series on articles on Soda 


te fearn so, thanking you again for your s ; “ : 
' courtesy, I remain ° sigan ountains published in the News be 
While my experience has_ been y Sincerely yours, Even oe i put into book form at some later am 
rather limited, my work for the DONALD L. NELSON Must Sell Their Service D { d BM S d ute? : 

last 10 years has been mostly of a eTen S ome tu y FRANK C. SHULICK ey 
mechanical nature and I believe I A The doctor must be a salesman Answer: The 1936 Master Service . ft. 
can truthfully say that I have a nswer even though he can’t advertise his | Cc f R A C ! Manual contains the same tet adult me 
natural aptitude for mechanical If my comment on your first | cures or solicit new business. His | ourse 0 ePae weole se Pe ig-gs = ~— Capable 
work. That is why I feel confident | letter (Aug. 9 issue) seemed caustic, | “bedside manner” and other pro- that ‘in. te. 4 pes _ pili “ Peratt 
that, if given a chance to work for | I am sorry, because it was not so | fessional habits are part of his ne etn Dee refrigeration information in Manu peg e 
even a short time, I can make a real | intended. “sales training.” The doctors, by North eroae N. J. C-1, C-2, and C-3. sheers 
2 = ee eer eer Th pew = ates | } Se One 6S Sie Ween Sept. 2, 1939 There will be two manuals on Sodt HM th Sehoc 
conditioning service work. case, also in that of Mr. Fusch unions” in the country (The Ameri- | Gentlemen: Fountain Refrigeration. No. SF-l i pong 
My experience in this line to | (whose first letter was published | can Medical Association). Try to Being a student of the R.A.C.I., | now on the press and will be rea(y Bconomiz, 
date consists of overhauling a few | Aug. 2), that your main problem | break into their “craft” and see | Chicago, I would like to take a stand | for delivery next week. The second Food,” ty 
domestic units for one of the | was to learn how to sell your | what you are up against! against some readers of your excellent | book, No. SF-2, will be published with such 
agencies here in Fairmont. These in- | services and that your first step Even the undertaker, who can't | Paper as to the insinuation that the | about Nov. 1. root cella: 
clude Grunow, Kelvinator, Frigidaire, | should be an adjustment of attitude | do a thing to “create new business,” pro eed ae, gta > eee Sufficient . 
Copeland, Majestic, and Sparton | toward prospective employers. has a lot of selling methods all his — ’ a t it : bon the” te ah Cash Customers age Ame! 
boxes. I have not tried for any As others have pointed out in own. Did you ever see the exhibits | sdeuhnnaainek cuimeak aa , it AP sg 45 person 
commercial service work as there | recent issues (Aug. 30 and Sept. 6), | at an undertakers’ convention? | In opposition to this statement I P. O. Box 1214 able to gq 
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salesman who can perform the serv- 
ice which he promises. If every 
refrigerator could be installed and 
serviced by the salesman who sold 


industry. Any one that has finished 
the complete training program and 
fails completely to secure a position 
did not have the mental capacity to 


As an RACI graduate I have bee! 
very interested in the various letter 
from the RACI men in the - 
I myself hope to get into a 
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fips on Planning of Up-To-Date Kitchens 
Handed To Trade By Westinghouse 


EAST PITTSBURGH, Pa.—To aid 
chitects, kitchen engineers, build- 
4 and retailers of complete electric 
hens in designing, constructing, 
a installing the various types of 
edern kitchen units, Westinghouse 
“ jssued a new Kitchen Planning 
yanual addressed especially to the 


re roughly illustrated with dia- 
photographs, and detailed 
this manual is_ divided 
into three sections—fundamentals of 
xitchen planning, individual centers 
and standard kitchen plans, and 
installation data. 

summary of some of the more 
important points brought out in this 
prochure follows: 

work in any kitchen boils down 
to just three major tasks: storing 
food and preparing it, cooking and 
grving it, and cleaning up. Thus, 
in a scientifically planned kitchen 
thre are three centers or units— 
the refrigeration and preparation 
enter, the range and_ serving 
enter, and the sink and dishwasher 
center. 

Each of these centers should in- 
cude, in addition to the appliances 
for which they are named, adequate 
storage cabinets and work surfaces, 
utensils, dishes, and other necessary 
equipment. These centers should be 
arranged in such a way that work 
can flow smoothly from one to the 
other. 


grams, 


ORGANIZE EACH CENTER 


Organization of each center is as 
important as its relation to the other 
tw. All utensils and equipment 
should be stored at the point where 
they are first used in the preparation 
of a meal. 

Refrigerator center should be lo- 
cated near the outside entry where 
fod is delivered; the range center 
nar the dining room to facilitate 
serving; and the sink center some- 
where in between, as water is used 
in both preparation and cooking. 

Six sq. ft. of upper cabinet space 
should be allowed for each adult of 
the home’s normal occupancy. Space 
fortwo extra persons (i.e., 12 sq. ft.) 
should be added to this total to 


compensate for entertaining and 
accumulation. Base cabinet space 
should be figured on the basis of 
1% linear front feet for each person 
of the normal occupancy. 


TYPES OF KITCHENS 


The seven principal types of 
kitchens (names of which are self- 
explanatory) and their principal ad- 
vantages are as follows: 

U kitchen—the most ideal, because 
work surface is continuous around 


‘three sides of the room and traffic 


is kept out of the working area. 

Broken U_ kitchen—usually re- 
quires minimum of _ structural 
changes. 

L_ kitchen—highly efficient, with 
two walls left free for door and 
window openings. 

Broken L kitchen—this type, like 
the broken U, eliminates expensive 
structural changes. 

Individual center kitchen—the logi- 
cal solution for the badly cut up 
kitchen. 

Two-wall kitchen—an ideal ar- 
rangement for the small, narrow 
room. 

Straight-wall, or apartment-type 
kitchen—offers maximum _ conven- 
ience in a minimum of space. 

As to color, much must be left to 
individual taste. But there are a 
few general rules which should be 
observed. Cool colors like gray and 
green for the bright, sunny room, 
and warm shades like yellow and 
red for the dark and gloomy kitchen 
are the accepted rule. The small 
kitchen can stand to be much gayer 
than the larger room. Floor should 
be relatively dark and harmonize 
with the dominating wall color. 
Ceilings must be kept light for two 
reasons: . attractiveness and _ good 
illumination. 

Lighting is extremely important, 
as the kitchen is the workshop of 
the home. It is vitally important 
that the room should be free of 
glare and shadows. A central ceil- 
ing fixture is not enough—supple- 
mentary fixtures should be provided 
at each of the three work centers. 
Switches and convenience outlets 
should be handily located. 


School of Living’ Terms Electric Refrigerator 


Vital Aid To Real Home Economy 


SUFFERN, N. Y.—A modern re- 
frigerator large enough to afford 
2 cu, ft. of storage space for each 
adult member of the family and 
capable of constantly maintaining 
temperatures of 45° F. or less con- 
stitutes one of the principal factors 
of the home storage facilities recom- 
mended for the average household by 
the School of Living here. 

In a bulletin entitled “How to 
Economize on Buying and Storing 
food,” this institution claims that 
with such a refrigerator, an adequate 
not cellar or cool storage vault and 
suficient dry storage space, the aver- 
‘ge American family (consisting of 
‘3 persons, or 3.27 adults) should be 
able to save $83.42 annually through 
quantity food purchases made pos- 
‘ible by these home storage facilities. 

any families, the bulletin warns, 
buy refrigerators far too small for 
their actual needs, and thus are 
inable to use them to best and most 
*conomical advantage. The larger 
boxes cost little more to operate, the 
pamphlet points out, and the differ- 
‘ice in purchase price is more than 
‘ompensated for through savings 
made possible by the larger unit. 

"@ family should think of the 
igher Price of the larger model as 
te 


part of the investment on which the 
food savings represent a substantial 
dividend, the brochure continues. 

Total yearly cost of maintaining an 
adequate electric refrigerator for the 
average family, the school has found, 
is $25.33. This includes operating 
and maintenance expenditures of 
$11.64, depreciation of $8.91, and 
$4.78 interest on the depreciated 
balance of the required investment. 

These figures are based on a pre- 
sumed refrigerator life of 15 years. 
Current consumption of refrigerators 
for the entire country is estimated at 
375 kwh. per year, and cost of this 
current at 3 cents per kwh. 

The School of Living is an institu- 
tion founded by Mr. and Mrs. Ralph 
Borsodi to promote the advancement 
of practical home economics in an 
effort to make the average American 
home more nearly the independent 
economic unit it used to be. 

In addition to conducting the 
school itself for those who can 
attend, the Borsodis publish a 
“how to economize” series of bul- 
letins on such practical phases of 
domestic activity as home building 
and financing, food purchasing and 
preparation, sewing, weaving, and 
other forms of handcraft. 


3,083 Appliances Sold For 
Buffalo Housing Projects 


_BUFFALO—Sale of 1,630 electric 
op. and 1,453 electric refrigera- 
.'S to the Buffalo Municipal Hous- 
by puthority has been announced 
, *. R. Kohnstamm, sales manager 
vision ehOUSe’S merchandising 
ion, 
a units are to be installed in 
akeyi Separate housing projects— 
ang — Apartments, Willert Park, 
‘ mmodore Perry—which are to 
°mpleted this year. Delivery of 
“ refrigerators and ranges is to 
bey mediately. 
ts Were based on a combination 
W initial and operating costs. 
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55 All-Electric Kitchens 
Put In Pa. Apt. Bldg. 


ALLENTOWN, Pa. — Fifty-five 
electric kitchens have been installed 
in the first units of Allentown’s new- 
est 75-dwelling apartment building 
project, Highland Dwellings. Five 
different types of kitchens, each laid 
out by Westinghouse kitchen plan- 
ning engineers, feature this building 
development. 


Highland Dwellings was designed 
and constructed by Tilghman Moyer 
Co. of Allentown at an approximate 
cost of $350,000. This recently 
opened unit is the first of five to 
be constructed to complete the entire 
project. 


Major 
Cppliances 


Dallas Appliance Sales 
Lead By Refrigerators 


DALLAS, Tex.—Sales of 729 elec- 
tric refrigerators during July were 
reported by dealers here, pushing the 
seven-months total for this year up 
to 5,847 units, with an estimated 
dollar value of $993,990. 


Ironer sales totaled 16 for the 
month, and washer sales were 371. 
Attic ventilating systems sold during 
July totaled 237, to bring the mark 
to 654. Dollar volume for all elec- 
trical appliances sold during the 
month amounted to $380,188, and 
the total for the seven months was 
estimated at $2,450,750. 


Appointments 


CHICAGO—H. L. Bilsborough, for 
the past five years sales manager 
of Fairbanks-Morse automatic coal 
stokers, has been appointed manager 
in charge of all stoker activities. 

* * * 


NEW YORK CITY—Herb Young, 
formerly field sales representative for 
the General Household Utilities Co., 
has been named sales manager of 
the United States Record Corp. 


Used Refrigerators At ‘Bargain’ Prices 
Advertised By Detroit & L. |. Stores 


DETROIT—By placing its refrig- 
erator bargains in a second-basement 
location. where they are subject to 
far greater bargain-hunting traffic 
than they would be in the store’s 
regular tenth floor appliance depart- 
ment, J. L. Hudson Co., a leading 
department store here, is making a 
definite bid for the patronage of the 
low-income classes. 

Such bargain stocks are partially 
composed of reconditioned units occa- 
sionally obtained in small quantities 
from local factory branches of some 
of the major manufacturers. 

Sample of some of the bargain 
offerings is the sale of some used and 
reconditioned 1937 model Kelvinators 
advertised recently. Prices were as 
follows: 


Capacity Sale 
(cu. ft.) Finish Price 
Wide WE, 66-6 oa yeececenscdboen $ 79.95 
Wet TOPO kok iced cdccccvences 89.95 
6.13 Porcelain Enamel ............ 109.95 
7.19 Porcelain Enamel ............ 119.95 


Some floor samples also were ad- 
vertised, being featured at these 
prices: 


Capacity Sale 
(cu. ft.) Finish Price 
7.20 Porcelain Enamel ............ 129.95 
7.04 Porcelain Enamel Deluxe .... 169.95 


7.20 All Porcelain Super Deluxe.. 169.95 


New 1938 Kelvinators with 5.2-cu. 
ft. capacity and all porcelain finish 
were advertised at, $149.95. 

Deferred payments were offered. 


GLEN COVE, L. I.—-A sale of used 
electric refrigerators “reconditioned 
like new” and guaranteed for one 
year recently was advertised by 
Royal Home Equipment Co. here, 
with prices on some units running as 
low as $35 and $40. Terms of $5 
down and $5 monthly were offered. 

List of advertised refrigerators, 
with their respective capacities and 
prices, follows: Copeland, 5 cu. ft., 
$35; Majestic, 5 cu. ft., $35; Bohn, 
5 cu. ft., $40; Majestic, 4 cu. ft., $40; 
Grunow, 5 cu. ft., $50; Majestic, 5 
cu. ft., $50; General Electric, 4 cu. ft., 
$50; G-E, 6 cu. ft., $60; 7% cu. ft., 
$75; G-E, 10% cu. ft. (two doors) 
$125. 

“A few good used iceboxes’’ were 
advertised at $2. 


Hotpoint Kitchen 
Goes To Sea 


NEW YORK CITY—S.S. America, 
largest passenger liner ever built in 
the United States, is completely 
equipped with Hotpoint electrical 
cooking devices. 

Included in the Hotpoint equipment 
with which this 16-million-dollar 
ship of the United States Lines is 
furnished are 20 ranges, five broilers, 
one roasting oven, four fry kettles, 
three bake ovens, three griddles, 
three waffle bakers, and 17 egg 
boilers. 
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WELDED STEEL 
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GALES FIXTURES 


“During the past four years we have been regularly using 
Air Conditioning & Refrigeration News as a means of 
calling the attention of refrigeration distributors and dealers 
to the fast-selling, high-profit line of Tyler Welded Steel 


Display Cases, Reach-In Boxes, Sectional Steel Clad Walk- 
In Coolers, and Complete Tyler Steel Food Store Equipment. 


“The number of inquiries which are directly traceable to 
the News has been unusually high, and we feel that our 
advertisements in your publication have aided us mate- 
rially in establishing quick contacts with the better distributors 
and dealers throughout the country. 


“We have always been pleased, also with the editorial 
policies of your paper in connection with the stressing of 


the importance of commercial refrigeration.” 


--Sam D. Vander Weg, Sales Prom. Mgr., Tyler Fixture Corp. 


Mr. Vander 


Weg’s_ phrase 


Air Conditioning & Refrigeration 


“The Newspaper of the Industry” 


“better distributors and 
dealers throughout the country” is mighty significant. 
‘The relatively high subscription price of the NEWS, 
$4.00 a year, automatically separates the wheat from 
the chaff. 


News 
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outstanding Koch Products in the complete il rs 
PATENTS Water Coolers — Filte 
- line of Koch Commercial Refrigerator Cabinets. B U N DY T U B i N G Cafete rie a In du strial 
Bw ; Write for details concerning open territories. HAVE YOUR patent work done by a Conner-le - dSteel. C : r 
specialist. I have had more than 25 years’ Pp e eet. SOP- Commercial Remote 
experience in refrigeration engineering. per Coated In side a nd ia’ - $ 
Prompt searches and reports. Reasonable Out Sizes: ‘s" to 5," re) D. Surge Tanks Pipe 


Write for Our Catalog on Your Letterhead 


14 AIR CONDITIONING & REFRIGERATION NEWS, SEPTEMBER 13, 1939 


THE BUYER'S GUIDE 


1886 
1939 


53 YEARS 
OF 
SERVICE 


PERCIVAL Line 
meets EVERY NEED ! 


Includes Coolers, Reach-In Refrigerators, 
Top Type, Double Duty, Delicatessen, 
Dairy and Produce Display Cases and 
Percival Condensing Units. 


Quality built; corkboard insulated; 
porcelain clad; beautifully streamlined. 
Coiling system is second to none. 


Write for attractive prices, literature 
and Distributor’s proposition. 


481C.L.PeERCIVAL Co. 
DES MOINES,IOWA 


my 
‘a 


BN 
FOR ECONOMICAL OPERATION 
BUY A “CHIEFTAIN” 
TECUMSEH PRODUCTS CO., TECUMSEH, MICH. 


Canadian distributor: Refrigeration Supplies Co., Ltd., London, Ontario 


Harry B. Brown Speaks 
At Boston Conference 


BOSTON — Harry Boyd Brown, 
national merchandising manager of 
Philco Radio & Television Corp., has 
accepted an invitation to speak be- 
fore the Eleventh Annual Boston 
Conference on Distribution to be held 
Oct. 2 and 3 at Hotel Statler here. 

Topic of Mr. Brown’s address will 
be “Television Makes It Possible.” 


CLASSIFIED! 
ADVERTISING 


RATES: Fifty words or less in 6-point 
light-face type only, one insertion, $2.00, 
additional words, four cents each. Three 
consecutive insertions $5.00, additional 
words ten cents each. 

PAYMENT in advance is required for 
advertising in this column. 

REPLIES to advertisements with Box 
No. should be addressed to Air Condition- 
ing & Refrigeration News, 5229 Cass 
Ave., Detroit, Mich. 


POSITIONS WANTED 


GRADUATE MECHANICAL engineer with 
refrigeration experience as follows: 3 
years as test and development engineer, 
1 year as service man, 2 years a8 com- 
mercial application engineer and 3 years 
as a factory field service representative. 
References gladly forwarded. Personal 
interview appreciated. Box No. 1177, Air 
Conditioning & Refrigeration News. 


BUSINESS OPPORTUNITIES 


WELL ESTABLISHED Appliance Dis- 
tributing business for sale in large Mid- 
Southern City. -Long terms,, low rental 
lease on new building constructed for 
this business. Railroad track to door. 
Leading franchises, large territory, clean 


Icebox-To-Sewer Pipe 
Connections Barred 
In New Hampshire 


CONCORD, N. H.—Direct connec- 
tion between a sewer line and the 
waste pipes from ice refrigerators 
is strictly contrary to the state 
plumbing code, the State Board of 
Health has informed a New Hamp- 
shire town official who questioned 
the legality of the practice, which 
he said was common. 

In its reply, the board cited 
Regulation 8 of the code, which 
states: 

‘“‘No waste pipe from a refrigerator 
or icebox floor drain or any other 
receptacle where food is stored or 
kept shall connect directly with any 
sewer, drainage, soil, or waste pipe. 
Such waste pipe, if discharging into 
a drainage system, shall in all cases 
empty into an open sink, connected, 
trapped, and vented the same as 
other fixtures, or into a cellar floor 
drain, but their ends must be left 


open.” 


S — Radio Here - - 
But For Few People 


SCHENECTADY, N. Y.—Virtually 
staticless radio programs will go on 
the air this fall from the new 
broadcast station General Electric is 
building atop the Helderberg Moun- 
tain, 12 miles from here. The sta- 
tion will operate on the recently 
announced frequency modulation sys- 
tem developed by Major Edwin H. 


A-COMBLETE LINE OF: —— 
_. COMMERCIAL REFRIGERATORS fia , 

| AND DISPLAY EQUIPMENT <= 
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Advanced engin 
skilled workmen ang 
precision Prod 
methods result in high 
quality refrigerating 
units. 


The Most Accurate Contro) 


Valve for 
Capacity S 
The ‘‘TK’’ Thermo V 


Alco Valve Co., St. Lou 


A Dehydrator that is really 
Dry. Mueller Brass Co, 
Dri-Drier. 


MUELLER BRASS CO. 


Port Huron, Mich. 


e BRUNNER 


/ Send for the New 
REFRIGERATION CATALOG 
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Cooler Franchise? 


Greater profits are possible with the new 
1939 Pelco lines NEW MODELS . . . NEW 
FEATURES . . . NEW DEALER HELPS. 
“Floating Ice” and “Actionized Cold.” 


We Cordially Invite You To Write 
PORTABLE ELEVATOR MFG. CO. 


Refrigeration Division, Dept. A 
BLOOMINGTON, ILLINOIS 


>] - 
El 
4E4NvD 


BLOOMINGTON. ILL. 
MADE IN U.S.A. 


COMPLETELY STOCKED WAREHOUSES 


REFRIGERATION AND 
AIR CONDITIONING 


BRANCHES: NEW YORK, DETROIT, 
CLEVELAND, ST. LOUIS and 
3 IN CHICAGO 


ARTS. 


THE HARRY ALTER CO. 1728 SO. MICHIGAN AVE., CHICAGO, ILL. 


PO 
ELECTRIC WATER COOLERS 


Thoroughly reinforced all steel attractively 
finished cabinets. 
Complete line of different Models and Capacities. 
Write for details and sales prices. 


Puro Filter Corporation of America 
440 Lafayette Street, New York City Spring 7-1800 


One of Many 


REFRIGERATORS 


NORTH KANSAS CITY, MO. 


pe te 
5 po 


1989 models on hand. Will dispose of 


SPECIAL NEW Mullins evaporators in 
original cartons. Overall dimensions, 10 
in. wide, 9% in. high, 11 in. deep. Come 
packed 2 in each carton. These evapora- 
tors are less floats and are factory sealed. 
Prices as follows: One carton of 2, $4.00; 
in lots of 10, $3.50 per carton of 2; in 
lots of 25, $3.00 per carton of 2. REFRIG- 
ERATION SURPLUS JOBBERS, 545 
Woodland Ave., Cleveland, Ohio. 


AVAILABLE quantity of “as is” or 
finished Grunow refrigerators—all sizes 
and models. Also three tray flooded 
Frigidaire Coils—$2.50 each. Write for fur- 
ther information. EDWARD M. SEIGEL, 
3028 Hunting Park Ave., Philadelphia, Pa. 


KELVINATOR, Frigidaire, Merchant & 
Evans, Sparton, and Gibson Boxes, $4.00 to 
$10.00 while they last. Also, 4% H.P. 
Model “G” Frigidaire units $10.00 each. 
Model “N” % H.P. water cooled Frigidaire 
units $25.00. ASSOCIATED REFRIGERA- 
TOR PLANT, INC., 3028 Hunting Park 
Ave., Philadelphia, Pa. 


AVAILABLE while they last, late models 
Kelvinator, Westinghouse, General Elec- 
tric, Frigidaire, all thoroughly recondi- 
tioned and guaranteed. Also a _ great 
assortment of extremely inexpensive re- 
conditioned boxes. All have been refin 
ished in Dulux, and are the product of 
one of the finest reconditioning plants in 
this country. Write for new low prices. 
ASSOCIATED REFRIGERATOR PLANT, 
INC., 3028 Hunting Park Ave., Philadel- 
phia, Pa. 


GENERAL ELECTRIC compressors and 
motors, Frigidaire compressors and Delco 
motors; brand new \%, 4% and % Hi Side 
units; complete with Square D low pres- 
sure or temperature controls. Low prices, 
money back guarantee. New Electrimatic 
water valves, type WRP %”—lots of six— 
$3.95 each. MARTIN SPECTOR, 520 East 
20th St., New York City. 


REPAIR SERVICE 


GENERAL ELECTRIC DR1 and DR2 
Monitor Top units exchanged, $30.00 
F.O.B. our factory. Send your defective 
unit. On receipt, we make immediate 
shipment of completely rebuilt, refinished 
unit with one year unconditional guaran- 
tee. Like new in every respect. West- 
inghouse and Servel hermetic units rebuilt 
and guaranteed. REFRIGERATION 
MAINTENANCE CORPORATION, 321-27 
East Grand Avenue, Chicago, Illinois. 


G.E. and Westinghouse hermetic units 
rebuilt with factory equipment. G.E. 
DR1-DR2—$30.00; Westinghouse $27.50; 
one year guarantee, prices on other 
models on request. Deal with the original 
hermetic unit rebuilders—REX REFRIG- 
ERATION SERVICE, INC., 2226 S. State 
St., Chicago, IIl. 


fees. H. R. VAN DEVENTER (ASREB), 
Patent Attorney, 342 Madison Avenue, 
New York City. 


the transmitting antenna and the 


them to the trade for  $145.00—10% ¥ 
discount in lots of 10—20% discount horizon. Engineers for G-E say 
4 in lots of 25. Write Box No. 1175, eae should be good for about 
Air Conditioning & Refrigeration News. miles from the Helderberg 
Do You Have a GOOD Beverage traneesitter. 


Standard broadcast receivers can’t 
receive programs sent on the new 
system, and G-E is producing a full 
line of sets to receive the staticless 
programs, one of which also gets 
standard broadcasts, short-wave pro- 
grams, television sound programs, 
and can be equipped with a tele- 
vision picture receiver. 

Difference between the new sys- 
tem and those in common use today 
is this: ordinary stations employ 
what is known as the amplitude 
method in broadcasting programs. 
This system projects a _ constant 
carrier stream of waves, and voices 
and music striking a microphone 
mix with the carrier wave, leaving 
the studio together. Unfortunately, 
static also mixes easily with this 
carrier wave. 

With the frequency modulation 
system, the carrier wave is juggled 
so that it vibrates at the same 
frequency as the sounds in the 
studio. Because the carrier wave is 
constantly shifting, static doesn’t 
have a chance to mix with it as it 
goes from the studio to the listener's 
radio. The system operates on an 
ultra-short-wave band, and permits 
many stations to operate on the 
same channel. 


City, Country Dealers 
Meet In Ball Game 


BUFFALO—Rivalry between Kel- 
vinator city and territory dealers 
continued on a new front when 
representatives of each group met 
on the softball field in the “silver 
anniversary” stag party staged re- 
cently at the Buffalo Trap & Field 
Club, closing a sales campaign. 

Successful candidates for the 
dealer cabinet were announced at the 
party, and prizes of a World’s Fair 
trip and cash awards also were 
made. A horseshoe tournament and 
tug of war were on the program, 
which was supervised by August 
Blanck, Joseph Dohany, and John 
Ecclestone. 


BUNDY TUBING CO., DETROIT 


Cannot be surpassed for long life and general 
usage . . . best quality covering with special 
reinforcement at edges . - made with our 
special non-lump filler. Fits any refrigerator. 
FULTON BAG & COTTON MILLS 
Manufacturers Since 1870 
Atlanta St. Louis Dallas New Orleans 
Minneapolis New York Kansas City, Kan. 


_ -V-BELTS 4 


fi.. Silent, vibrationless, de 

» pendable, long-lasting: 

‘Powerful grip preventss 

> slippage. A nearby dit; 

tribUtor carries o com 

"plete stock for appliances 
and machines. 


THE DAYTON RUBBERD 
MFG. CO., DAYTON, Ofid 
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. SERVICE 
| EXTRA DRY © 
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V-METH-L 


i 
| METHYLENE 
CHLORIDE 


wesT NORFOLK, VA. ° 
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WOLVERINE TUBE 


1413 CENTRAL AVENUE DETROIT. 
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Kole 


BEVERAGE COOLERS 


MODELS 
71E FOR 
10 WRI TALOG 


-SsS COOLERS 


K767FoRMA NCE 


For Information on Motors 
FOR ALL TYPES OF 


Air Conditioning and 
Refrigeration Equipment 
WRITE TO eanaene.tM 


Wagner Electric Corporation 


441 PLYMQUTH AVE ST LOUIS, MO 


Specify PENN 


AUTOMATIC CONTROLS AND SWITCHES 
FOR RECOGNIZED RELIABILITY 
Write for Catalog ee 

PENN ELECTRIC SWITCH CO. 


GOSHEN, INDIANA 


Use CHICAGO SEALS 


for seal replacements 
A complete line in all sizes 


CHICAGO SEAL CO. 
20 North Wacker Dr., Chicago 


They Have Friction Between Utilities 
And Dealers In England, Too 


By Alfred Jones 


LONDON, England—The fortunes 
of household refrigeration in England 
depend mainly upon the weather, and 
those of commercial refrigeration 
depend mainly upon the political 
situation, says R. S. C. Beresford, 
advertising and sales promotion 
director of Frigidaire, Ltd. 


Mr. Beresford discussed Frigidaire’s 
sales and advertising activities in 
this interview, and J. E. Linebaugh, 
engineering director, and J. C. 
Cunningham, production director, de- 
scribed the various types of refrig- 
erating equipment manufactured by 
the company and conducted me on a 
tour of the factory. 

Frigidaire really has a good-sized 
production plant, away out in the 
northwest section of the city among 
a collection of automobile and other 
industrial factories. 

Right now the entire factory, in- 
cluding the offices, is zoned according 
to an A. R. P. plan for speedy 
evacuation, and substantial air-raid 
shelters have been built in the 
grounds behind the plant to accom- 
modate the 700 employes. 

Outlining Frigidaire’s distribution 
system, Mr. Beresford explained that 
there are two definite groups of 
distributors—Class “A” distributors 
exclusively handling commercial re- 
frigeration, and the other group 
handling household units. 

There are 22 distributors of the 
Class A distinction, each having an 
exclusive franchise for a particular 
territory. The other distributors 
number 120, and they, too, have 
franchises and go after business with 
their own salesmen. This larger 
group controls trade outlets such as 
supply companies and retail dealers. 

As to promotion, Frigidaire adheres 
to sales promotional activities rather 
than national advertising as a means 
of getting more sales. Instead of 
buying space in magazines or papers 
with a national circulation, Frigidaire 
prefers to supply distributors and 
dealers with helpful material and 
information so that they can do a 
better job of selling. 

The main distributor’s sales are 
increased, said Mr. Beresford, by 
more local advertising, by contests, 
by proper training of salesmen, and 
by educational bulletins distributed 
to the buying public. 

One serious problem at present is 
that of the hire-purchase arrange- 
ment. It arises out of the fact that 
dealers cannot sell refrigerators on 
terms as liberal as those offered by 
utilities. Independent dealers do not 
have the means to permit the offering 
of small down payments and small 
weekly payments, whereas the utili- 
ties not only are able to do so but 
willingly do so to increase their loads. 

The resulting altercation between 
dealers and supply firms is trouble- 
some to the manufacturer, because 
appeasing one side might disrupt 
relations with the other. 


oil to the crankcase. 


efficiency. 


Sizes: % ton to 60 tons. 
on special order. 
For: “Freon,” Sulphur, 


An Ounce of Prevention! 


AMINCO OIL Separators prevent 
@ Qil circulating through the system by returning 


@ Costly compressor breakdowns. 
@ Oil film from a 
evaporators and condensers, 


@ Formation of hard _ carbon. 
entrain moisture and impurities. 


Larger sizes to 120 tons 
and Methyl. 


PAMERICAN INJECTOR COMPANY 


1481 FOURTEENTH AVENUE 
Pacific Coast: Van D. Clothier, 1015 EB. 16th, Los Angeles 


on walls of tubing, 
thus increasing 


They trap wax, 


DETROIT, MICH. 


While showing me around the 
factory and pointing out the different 
assembly lines, enameling ovens, 
test rooms, stamping presses, and 
other departments, Mr. Linebaugh 
described Frigidaire’s widely varied 
line of products. 


In the household refrigerator line 
there are four sizes of Frigidaires, 
having respective storage capacities 
of 2, 3, 4, and 6 cu. ft. 


Commercial compressors of from 
ys to % hp. are made in the London 
factory, larger units being imported 
from Dayton, Ohio. 


In the commercial line of equip- 
ment, Frigidaire, Ltd. produces ice 
cream storage cabinets, many on 
contract for the largest ice cream 
companies in the country such as 
Lyons and Walls; frozen food cabi- 
nets; commercial evaporators; plate- 
type coolers for meat storage; duct- 
type air-conditioning units, mostly 
for industrial processing; fish storage 
cabinets; ‘“Frigo” cold slabs for fish 
display; cold metal plates; beverage 
coolers; soft ice cream _ freezers; 
combination ice cream freezers. 


There are 34 models of “flowing 
cold” Frigidaire compressors, using 
“Freon” refrigerant, and they are 
adaptable to many different refrig- 
eration requirements. 


Even though there is practically 
no demand for air conditioning, 
Frigidaire makes three models of 
self-contained air conditioners. 


Air-conditioning equipment also is 
made for hospitals, mortuaries, and 
institutions, usually installed in con- 
nection with refrigeration systems. 


For brewery refrigeration, there 
are yeast storage cabinets in which 
yeast is cooled from 70 to 34° F., 
temperature control equipment for 
fermenting vats, and air-conditioning 
equipment for fermenting rooms. 
Also, Frigidaire makes cellar cooling 
equipment consisting of forced air 
convection units installed to main- 
tain temperatures of from 55 to 58° 
F. the year around. 

Other beer refrigeration products 
include an instantaneous cooling sys- 
tem, a backbar cabinet cooled by 
forced air coil, and open display 
bottle coolers. 

For the retail meat trade, Frigid- 
aire manufactures’ walk-in cold 
rooms, refrigerated display window 
installations, and forced air cooling 
units for storage rooms. 

In the line of dairy refrigeration, 
there is a waterless cooler of the 
aerator type for cooling 20 to 25 
gallons of milk an hour, cold rooms 
for storage, display counters, stor- 
age cabinets, and milk bars. 

The water cooler line consists of 
two large capacity models, two 
models for moderate supply, four 
low-priced small models, three sizes 
of tank type coolers, and 14 sur- 
face or aerator types. 

The Frigo slab in the fish stor- 
age equipment line consists of a 
slab of marble, refrigerated by coils 
underneath, on which fish is kept in 
refrigerated display. The slab is 
mounted on a cabinet in which fish 
is stored. 

With its unique system of distribu- 
tion, Frigidaire, Ltd. thoroughly 
covers the English market. The dis- 
tributors average a total of 20 dealers 
each in the main population centers 
for commercial refrigeration, ‘and on 
the household side the units are 
retailed through a series of dealers 
distinct from those selling commer- 
cial refrigeration. 


A* any merchant who sells meat or other perishable foods what it 
would mean to him to have constant fixture temperature in his walk- 


in cooler and display cases—with cooling coils always free from frost. Ask 


him what spoilage and shrinkage cost him every month| 


Then—if you want quick sales action—tell him about the sensational 
new Ranco Two-Temperature Control—the single unit 
which assures automatic defrosting of coils and main- 
tains constant fixture temperature—regardless of weather 
conditions or load! For single or multiple-unit systems. 
Low priced. Easily installed. And a million dollar 


The Exclusive . 


RANCO> 


2-Temperature 


market ready to buy! 


RANCO INC., Columbus, Ohio, USA 


Control 9I1G 2 


THE BUYER'S GUIDE 


IMPERIAL 


IMPERIAL SERVICE VALVE 
KIT for HERMETIC UNITS 


For purging, charging and testing the following units: 


Airtemp Crosley Gibson Trukold 
pene ec Frigidaire Grunow te Pad 

in igidai jesti ‘estinghouse 
Cold Spot (to 1934 plajostic (Large. Float) 


Madaele) 


(Late 


) General Electric Servel : 
Cold Spot (1935 and later) General Electric (CG-1-Al6) Sparton Westinghouse 


“ (Small Float) 

Kit consists of: 

1 Valve, with wheel handle, 10 valve adapters, 6 wrenches, 
packed in steel box. 

Also furnished with 2/4" or 3° com 

Wheel handle and aauge need not 
is placed in box. 


THE IMPERIAL BRASS MFG. CO., 565 S. Racine Ave., Chicago 


und retard gauge. 
removed when outfit 


VALVES © FITTINGS © TOOLS © STRAINERS 
DEHYORATORS © CHARGING LINES © FLOATS 


ORDER 
FROM YOUR JOBBER 


THE PROFIT LINE FOR '39 


Refrigerator and Compressor 
sales go together. SHERER offers 
a complete line of cases, coolers 


OES ON 


compressors. 


and boxes to be sold with your 


Write for catalog and franchise 
details, mentioning territory desired. 


SHERER-GILLETT CO., Marshall, Mich, 


Manufacturers of Refrigerated Display and Storage Equipment 
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Philadelphia 


MILLS 


COMPRESSORS 


for Commercial Use 
Mills Novelty Company * 4100 Fullerton Avenue®* Chicago, Illinois 


Increase Your 
Profits Now with 


In Combination with 


Larkin Walk-In 


and Case Coils 


by 
LARKIN COILS. INC. 


DISSEMINATOR PANS 


Cooler Coils 


Your customers will tee 
ate the superior quality of 
Larkin Disseminator Pans— 


your profits will increase. Shown :—Larkin 


Finished in J, 


As thousands of other wise 
dealers do, why not stock 


in SB ae 
tubing coils. All metal 


Larkin products now? positive guard ag 


See Your Jobber or 
Write Today for Complete Engineering and Sales Data 

General Office and Pactory 
519 PAIR STREET, S.E., ATLANTA, GA. 
NEW YORK FACTORY, 57 E. llth St. 
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All-Metal _Disseminator 
i aluminum—highly efficient 
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double type louvers for 
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Magazine Advertising on Refrigerators 
Shows Sharp Upturn In First Half of ‘39 


(Concluded from Page 1, Column 3) 
half-year, spending $357,390 in 13 


publications, according to the survey. | 


Frigidaire, with $286,190 spent in 


the same number of magazines, was | 


second; and Kelvinator, with $182,900 
in five periodicals, was third. 
Westinghouse spent $165,090 in 


promoting its household refrigerator | 


in five magazines, and Servel, Inc. 
spent $133,500 on its Electrolux gas 
and kerosene unit, using nine publi- 
cations. Philco, a newcomer to the 
electric refrigeration ranks, spent 
$77,100 in three periodicals; Norge 
spent $68,862 in six; Stewart-Warner 
$52,900 in the Saturday Evening 
Post; Crosley $32,266 in 13 maga- 
zines; Hotpoint $26,500 in the Post 
and Collier’s; and Superfex $7,245 
in farm papers on its kerosene- 
burning unit. 

Frigidaire, Westinghouse, Hot- 
point, and Modern Kitchen Bureau 
were the only organizations for 
which specific electric range adver- 
tising expenditures were listed, these 
totaling $280,731. It can be esti- 
mated, however, that enough of the 
$41,485 spent by G-E and Norge in 
“major appliance” advertising in- 
cluded ranges to bring the total for 
this product close to the $300,000 
mark. 

Westinghouse led electric range 
advertisers with a total of $72,600, 
according to the survey, with Frigid- 
aire showing $57,411 for this appli- 
ance, Hotpoint $54,480, and Modern 
Kitchen Bureau $47,500. An addi- 
tional $47,740 was spent by Hotpoint 
in combination range and refriger- 
ator promotion. 

Water cooler advertising by three 
major manufacturers covered in the 
survey totaled $28,590 in the first 
six months of the year. Frigidaire’s 
share of this total was $16,340, with 
G-E adding $7,000 and Westinghouse 
$5,250. Other commercial refrigera- 
tion advertising reported included 
$4,065 by Frick and $13,890 by York. 

Special advertising on _ electric 
roasters was reported on the part 
of two organizations, Westinghouse 
and Modern Kitchen Bureau, for a 
total of $48,100 on this fast-growing 
appliance. Modern’ Kitchen Bu- 
reau’s expenditure during the _ six 
months amounted to $24,350, while 
Westinghouse spent $23,750. Bendix 
spent $26,350 in two publications on 
its home laundry. 


Advertising Expenditures 
On Refrigeration 


Crosley 

Crosley Corp. 

Electric Refrigerators 
a Sey ern ene eee $ 4,597.30 
Good Housekeeping ............ 3,229.20 
UEP AS need en eae 3,100.00 
Woman’s Home Companion .... 2,883.60 
Ladies’ Home Journal ......... 2,742.75 
American Magazine ............ 2,592.00 
Saturday Evening Post ........ 2,592.00 
SS are ee ree 2,295.51 
ERGs db cout sos beer eked e eae 2,214.00 
MT Di 6 lop hagy rae keh 6500 sbeanw sd 1,820.00 
Sy eicre ka dou keeeea bee 1,802.40 
SIRS ae ea rer een 1,728.00 
<r e 670.00 
RE ene ae ree $ 32,266.76 
Frick 

Prick Co. 

Commercial Refrigeration 

0 hk SE bMS LOR 6d ceeny $ 3,540.00 
rr 525.00 
CE REP EDA eS6S5.04-6-44400 49008 $ 4,065.00 
Frigidaire 


Frigidaire Division, General Motors Corp. 
Electric Refrigerators 


Saturday Evening Post ........ $ 57,450.00 
Oo SARA SRS SS eerr re eer 39,690.00 
Ladies’ Home Journal ......... 34,950.00 
DEE, RVCA RES ease e aN 68s sre ¥ 008s 31,130.00 
Good Housekeeping ............ 25,660.00 
Woman's Home Companion .... 24,860.00 
ee ee eee 22,000.00 
Better Homes & Gardens ...... 11,700.00 
BY Sch chbNbKb44 0 400ReSS KORA OROS 11,400.00 
© 55 6600665550594 04 00605 10,800.00 
EE ites ad eedded ae isnep’ 9,450.00 
The American Home ........... 4,200.00 
House Beautiful ............... 2,900.00 
EE SORES ey pep sess bonne vecee dh $286,190.00 
Water Coolers 

OR eee eee re rt re $ 7,000.00 
Nation’s Business .............. 3,900.00 
PE Sc. beersarcorewnesss 2,860.00 
Business Week ................ 2,580.00 
CE SARC GN ch sed ds eeeebecesced $ 16,340.00 
General Electric 

General Electric Co. 

Electric Refrigerators 

Saturday Evening Post ........ $103,500.00 
CEE Kadai feck stbeveccneccsese 56,700.00 
yg errr SCT Te TTT TT Tre 30,600.00 
Better Homes & Gardens ...... 27,450.00 
Good Housekeeping ...........- 26,400.00 
eee ee: 

CS Sh ~ > as 


Ladies’ Home Journal ......... 23,000.00 
| Woman’s Home Companion .... 22,600.00 
The American Home ........... 17,100.00 
Country Gentleman ............ 15,400.00 
| American Magazine ............ 12,240.00 
I ONIN) Soo babes babrscs b beswce 44 12,100.00 
The Parents’ Magazine ........ 5,700.00 
eR | 9) | a 4,600.00 
BEE Rte Pigs hae hence ree eee Rees $357,380.00 
| Water Coolers 

J RAPS OA ta tects eet een See $ 7,000.00 
ME 66k cece boescd seen oie cent $ 7,000.00 
Hotpoint 


Edison General Electric Appliance Co. 
Electric Refrigerators 


Saturday Evening Post ........ $ 19,000.00 
eo ra an rere rere 7,500.00 
| SE bv sig bao ob bbe VRAD ETA S-T RES $ 26,500.00 


Kelvinator 


Kelvinator Division, Nash-Kelvinator Corp. 
Electric Refrigerators 


Saturday Evening Post ........ $ 57,500.00 
| at RR aera eer eee Sra 37,800.00 
Good Housekeeping ............ 35,200.00 
American Magazine ............. 30,800.00 
re eee rr are 21,600.00 
MN har eK aN eto ce saa sew een be $182,900.00 
Norge 


Norge Division, Borg-Warner Corp. 
Electric Refrigerators 


| Saturday Evening Post ........ $ 36,000.00 
NEN ia saad acho ee eiestseat 9,750.00 
Woman’s Home Companion .... 8,550.00 
55.2 eS DERE ST ELER os KOO 5,362.50 
I MINE 6 pldlayis-O:5:6 eth 85:6.08-i"or 6 5,000.00 
Good Housekeeping ............ 4,200.00 
MEE. Ai csukereatun ti eseuseneees $ 68,862.50 


| Perfection Stove 


Philco 


Philco Radio & Television Corp. 
Electric Refrigerators 


eg rr errr reer. $ 32,500.00 
Saturday Evening Post.......... 32,000.00 
Good Housekeeping ............ 12,600.00 
EE Sosa Ras ass sb ek eed Raed $ 77,100.00 
Servel 

Servel, Inc. 


Gas & Kerosene Refrigerators 


Saturday Evening Post ........ $ 40,000.00 
Good Housekeeping ............ 18,900.00 
OC aera e einen k OS bw 6h.40-68. 0 18,220.00 
Country Gentleman ............ 12,750.00 
Better Homes & Gardens ...... 11,700.00 
BME (Gin eiettat ints 6500805 65665 11,400.00 
The American Home .......... 8,400.00 
og TR aa a 7,000.00 
Successful Farming ............ 5,130.00 
NT SS sia creas ne hes br saew hae $133,500.00 
Stewart- Warner 

Stewart-Warner Corp. 

Electric Refrigerators 

Saturday Evening Post ........ $ 52,900.00 
ME, £4 55Ac5b5.0 Kea eae betes ne hase $ 52,900.00 
Superfex 


Co. 


| Oil Burning Refrigerators 


| 
| 


Farm Journal & Farmer’s Wife..$ 3,795.00 


a ae ey eer 3,450.00 
RSTO Cre TERT Te $ 7,245.00 
Westinghouse 


| Westinghouse Electric & Mfg. Co. 


Electric Refrigerators 


Saturday Evening Post ........ $ 72,450.00 
k.. ¢ PRP RSPR reer rere crs 49,140.00 
Good Housekeeping ..........-- 19,360.00 
American Magazine ............ 16,940.00 
Ee eP ret eee ee ea eee 7,200.00 
rere eee $165,090.00 
Water Coolers 
| eT eeCrye crc rer Tes. $ 5,250.00 
| NTT TT Te rr Tee CT $ 5,250.00 
York 
York Ice Machinery Corp. 
Commercial Refrigeration 
ET er raroe etre eres ye $ 8,400.00 
Business Week .........e.eee0% 5,490.00 
ME hi ksb 654 cro nernd esd nessa cess $ 13,890.00 


_Money Spent By Firms 


In the Industry on 
Other Appliances 


Bendix 


Bendix Home Appliances, Inc. 
Bendix home laundry 


Saturday Evening Post ........ $ 19,000.00 
Good Housekeeping ...........+. 7,350.00 
era rrr rt rrr cr Tr $ 26,350.00 
Frigidaire 


Frigidaire Division, General Motors Corp. 
Electric Ranges 


Saturday Evening Post ........ $ 19,675.00 

Good Housekeeping ..........++> 9,590.00 

PMEEE TE. 56650 060556560,650K0680600 9,284.00 

Better Homes & Gardens ...... 5,900.00 

Woman’s Home Companion .... 5,462.50 

FEORNOMONE nv cscs cicveccvececcess 5,400.00 

The American Home ..........- 2,100.00 

SEE. ceckccescacdesareceeeeeseeny $ 57,411.50 

. 

General Electric 

General Electric Co. 

Major Household Appliances 

Saturday Evening Post ........ $ 21,000.00 

PE Sb eda Ceu Putts Sse NRESeRS ETON $ 21,000.00 

Sunlamps 

ES Per ere ea Te ree ee $ 8,150.00 

0 EE er rr ee er $ 8,150.00 
> aE 

a ie eh 


Hotpoint 


Edison General Electric Appliance Co. 


MEME NESS eta oo ecls RAKE EK SETS $ 16,880.00 
Good Housekeeping ............ 14,700.00 
Better Homes & Gardens ...... 13,400.00 
Saturday Evening Post ........ 9,500.00 
Total $ 54,480.00 


Electric Ranges & Refrigerators 
(Combination Advertisements) 


CRM SF oiis ccc abe cote etescss $ 15,000.00 
Saturday Evening Post ........ 9,500.00 
Bg ee ere r ree rte 8,440.00 
Good Housekeeping ............ 7,350.00 
Better Homes & Gardens ...... 6,700.00 
pT ae | ee 1,750.00 
SEE i ciodeae rises rernsseenanaet $ 48,740.00 


Modern Kitchen Bureau 


Electric Ranges 


Saturday Evening Post ........ $ 47,500.00 
2 SR eS eee err $ 47,500.00 
Electric Roasters 

Woman’s Home Companion...... $ 8,550.00 
Saturday Evening Post ........ 8,000.00 
RSA ee ere err 7,800.00 
eer ree greener ty: $ 24,350.00 
EE SND oo oe cose sersccnecove $ 71,850.00 
Norge 


Norge Division, Borg-Warner Corp. 
Electrical Appliances 


RRR errr $ 5,400.00 
Countity Gentieman .....6.0600% 5,300.00 
Good Housekeeping ............ 4,200.00 
CINE 66cb st Fu beret ees iwectees 3,250.00 
.. ciccbigune cep anceeeateve nes 2,285.00 
| EE ae Se ere emer $ 20,435.00 
Westinghouse 


Westinghouse Electric & Mfg. Co. 
Iron 


Saturday Evening Post ........ $ 12,000.00 
RAR rere socre care rare eras, $ 12,000.00 
Roaster 

Saturday Evening Post ........ $ 23,750.00 
Reser rrr ra $ 23,750.00 
Electric Ranges 

Saturday Evening Post ........ $ 34,500.00 
Better Homes & Gardens ...... 16,500.00 
THRO AMOFICAN FHOMW oocics cscs 11,400.00 
BE. | biakesers taceatueene res 10,200.00 
PRUE 6606450 chai gawonesekaronee $ 72,600.00 


E.E.I. Rural Sales Meet | Continental Corp. Seeks 


To Be In Fair “Hayloft’ 


NEW YORK CITY—First National 
Rural Sales Conference of Edison 
Electric Institute will be held Sept. 
21 and 22 in the hayloft of the elec- 
trified farm at the New York World’s 
Fair (a place designed especially for 
meeting purposes) under the chair- 
manship of H. E. Dexter. 


Rural representatives from utility 
companies in all sections of the 
country are expected to attend. _ 

Although recognizing the impor- 
tance of electricity in the farm home, 
the conference will concentrate its 
attention on ways in which the 
farmer can use electricity to increase 
his profit from his farming opera- 
tions. 

First day’s program will be devoted 
to formal presentations, while the 
second day will be turned over to 
round-table discussions. 


Klemme, Bryan, Wargowsky 
Form Own Company 


STEVENS POINT, Wis. — The 
Electric Appliance Service Co. has 
been organized here by Emil 
Klemme, J. E. Bryan, and H. E. 
Wargowsky to install and service 
commercial and household refrig- 
erators, oil burners, stokers, and 
household appliances. All three part- 
ners in the new firm were formerly 
with the service department of the 
Miller-Schein Co. 


Site For Factory 


PEPIN, Wis.—Pepin and Buffalo 
City, Wis. are being considereq by 
Continental Corp., Fond du Lac, as g 
possible site for the erection of an 
electrical appliance plant, accordin 
to J. W. Sappington, Chicago, who 
is representing the firm. 

Under the. company’s plan, as set 
forth by Mr. Sappington, a plant 
for manufacturing electrical app). 
ances would be erected and woulg 
employ an estimated 1,000 persons 
at the start, about 200 of whom 
would be skilled workers brought ip 
from outside the territory, and the 
remainder local workers. 

The company proposes to obtain 
the property in whatever location jt 
decides on and erect homes for its 
employes there, after whith they 
would be resold to the workers. 


Refrigerator Still First 
Choice With Public 


(Concluded from Page 1, Column 2) 
223 prospective buyers, while electric 
range buyers were fixed at 118 
Sales of other appliances were fore. 
cast as follows: electric washers, 127: 
electric ironers, 107; electric water 
heaters, 56; vacuum cleaners, 160; 
and air conditioners, 40. The total 
was 1,454 appliances to be purchased 
this year. 

The survey covered the entire city, 
and a break-down by consumer pur. 
chasing power districts was dis. 
tributed to distributors and dealers, 


VALVES 
Help Maintain 
“'Trouble-F'ree 


Valves. The 


thousands of 


INSTALLATION 


PURITY MARKET 
Durham, N. C. 


2450 


Model 73 
RB Solenoid 


Manufacturers of 
fine Refrigeration 
Units all over the 
world protect their 
equipment - per- 
formance with A-P 


dom of this choice has 
been confirmed through 
Installing Engineers and 
Refrigeration Service En- 
gineers responsible for 
the steady day-after-day 
efficiency of each job. 
They have proved on 
installa- 
tions that the best way to 
reduce service calls and a 
satisfy their customers is |iiED 
to”’switch toA-P Valves.” 


MILWAUKEE 


- 


OGEL 


ATOR COMPANY 


MANUFACTURERS OF COM 


RiTtenhouse 2417 
Race 9610 
Cable: “Forefeo” 


Automatic Products Co, 
Milwaukee 
Wisconsin 


Gentlemen: 


isfactory. 


famous. 


WF: IMP 


IAL REFRIGERATORS DISPLAY CASES- MARKET EQUIPMENT 


SIXTEENTH & VINE STREETS 
PHILADELPHIA, PA. 


We are pleased to inform you that we and our dealers 
United States and many foreign countries consider A P valves entirely sat- 


Your valves play en important part in eliminating service calls and main- 
taining the trouble free performance for which Fogel Equipment has become 


July 17, 1989 


the entire 


Very truly yours, 
FOGEL REFRIGERATOR COMPANY 


President 


wis- 


DISPLAY CASES 


FOGEL REFRIGERATOR 
COMPANY 
Philadelphia, Pa. 


AUTOMATIC PRODUCTS COMPANY 


NORTH THIRTY — SECOND STREET 


® WISCONSIN 
Export Department, 
100 Varick Street, New York City 


Refrigeration Parts Jobbers, Who Recognize Quality, Stock (ip)vaives 


INSTALLED BY— 


JOHN W. JENNINGS 
Greenville, S. C. 


New A-P Model 205, ,, 


Thermostatic Expansion? “eg 


DEPENDABLE 


_ 


THE BYWORD FOR A-P VALVES 
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